


HUNTER belt-driven units are rapidly 


ng popularity with commercial 


; for cooling and ventilating their 


»5 of business 


method of keeping both customers 
and employees comfortable has proven 
to be an effective and inexpensive 
means of increasing business during 


; 7 Mranklin§ Printing: Company 
summer montns New Orleans, Louisiana 





> 


r ge i i 
a > Rati oaal 


(1 CT 
B.C: 


cc | 


r 


MRtER A 


cre 


(ovate 
OVALFLEX 
Wea hea, 


“LAY-IN” XTENSIONDUCT 


For Wall or Ceiling Extensions 


Here’s the neatest thing in 
extensions for carrying wires 
along walls or ceilings. Elim- 
inates difficult fishing through 
narrow channels. No ugly clips. 





Only the smooth, flat capping 
shows on finished work. No. 
111 holds two ‘oe 14 wires. 
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OVALFLEX ABC 


Flat Armored Bushed Cable 


Used for surface or concealed wiring. 
Only 7/16’ thick. Can be installed 
and covered within plaster thickness. 
Bends flatwise and edgewise. There’s 
a complete line of NE shallow Outlet 
and Switch Boxes and flat Connectors 
for Ovalflex. 


WHEN new lighting requires extensions, 
changes or detours in wiring systems, 
here are 5 approved raceways to make 
the job easy. Designed to meet the 
most exacting architectural or indus- 
trial requirements . . . Quick and inex- 
pensive to install. Complete intercon- 
nectable fittings to take care of every 
situation. Write for installation data. . 


% ei 3 
National Electric 
ee ocucrTs ever PoaeaawrTtion 

Box 897 — Pittsburgh 30, Pa. 


Another lay-in surface if ) 
raceway (2-1/8" x 1-5/8" | 
cross section) for use with | ; 


| 
| 


“LAY-IN” METAL MOLDING — 


For On-The-Surface Wiring 


It’s easy to install wiring with 
NE Metal Molding. Screw down 
the base, lay-in the wires, snap 
on the capping. 


No. 333 is only 7/16” thick, yet 
holds four No. 12 or No. 14 wires, 
or three No. 8 or No. 10 wires. 


No. 888 is 11/16’ thick, holds ten 
No. 14, No. 12 or No. 10 wires. 


SURFACEDUCT 


The New Raceway for 
Industrial and Commercial 
Lighting 


all types of suspended 
lighting, cove, trough or 
window lighting. Banks 
of lights can be switch- 
controlled. Intercon- 
nectable with other sys- 
terns. Unique bridge an- 
chors capping and devices 
securely; serves as wire 
retainer when Surface- 
duct is mounted overhead. 





‘OVALDUCT 


Rigid Oval Steel Raceway 


An “‘in-the-surface’’ race- 
way for concealed extension: 
from existing outlets. Onl; 
13/32"' thick. Easily installed 
within plaster thickness. 
Electro-galvanized for pro- 
tection against rust. In addi- 
tion, the inside is enarmeled 
for extra smooth fishing. 


NATIONAL 























IMMEDIATE SHIPMENTS 


Unlimited Quantities 
Tuory aud Brown 


SWITCHPLATES - - - DUPLEX OUTLET 


Beat 
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One Gang Toggle Plate Duplex Receptacle Plate Single Receptacle Plate 
Brown $52 per 1000 Brown $52 per 1000 Brown $52 per 1000 
Ivory $60 per 1000 Ivory $60 per 1000 Ivory $60 per 1000 


boa = 


Heavy molded 

Plastic; double- 

sided contacts; 

plaster ears; designed 

for easier wiring, quicker 
installation. Brown or Ivory. 


Fast 


Sie AS OE A ao ET A 
SSP rere y 








Onders shipped immediately after 


Brown $52 per 1000 Brown $52 per 1000 they are received 


Telephone Plug Plate Blank Plate 


Ivory $60 per 1000 Ivory $60 per 1000 
¢ Each plate packaged in an indi- 


vidual envelope complete with 








screws. ’ 
¢ Prices quoted are for wholesale 
electrical supply houses and 


jobbers only. 























Samples sent upon request. 
Terms: Less 2%, 
"ae 10 days, F.O.B. Los Angeles 
Two Gang Toggle Plate Combination One Gang Toggle i 
Brown $104 per 1000 and Duplex Receptocle Piate PLACE YOUR ORDER TODAY! 


Ivory $120 per 1000 Brown $104 per 1000 
Ivory $120 per 1000 


ALL-PLASTIC MANUFACTURING CO. 


501 N. Figueroa Street ¢ Phone TRinity 0851 © Los Angeles 12, California 
Address all correspondence to P.O. Box 2135, Termine! Annex, Los Angeles 54, California 
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MEANS PLUS SALES FEATURES 
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THE BEAUTIFUL BANQUET MODEL 


















@ Sell Electromaster and you sell the fines: kitchen (fits in space two feet square) has S 
in electric cooking — because Electromaster sales features galore. Here's big range cook- si 
kni 
! F 
range specialists. Vita-Miser deep well cooker, Kitchen- RO 


ranges are designed and buile by electric ing capacity, complete with the exclusive 


: . ‘ : ; Master oversized oven, and fast Speed-O- Bul 
Every feature in the long Electromaster list : ; 2 : 
ay ie ‘ ‘ Master surface units. It’s a fast-moving for 
is time-proved — wanted by practically every , 





icem on any dealer's floor. Cuta 
TYE 
signe 


Bectiie max: 
FINEST NAME IN COOKING SINCE 1929 nal 


person who buys a range. 
For 18 years, Electromaster has always been 


the “bell-ringer of the industry” with range 
simp 


features that sell and stay sold. Ss witk 
han¢ 
And a Low Price Space-Saver (GL OL Bee. 


This compact beauty for the small modern MT. CLEMENS, MICHIGAN 


» . » 7M 


The Range That's “Fit For A Queen”— on the “Queen For A Day” program—Mutual Network 
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BullDog lighting panelboards combine effi- 
ciency with visual appeal to make your eyes 
light up in appreciation of smart styling and 
progressive engineering. 


BULLDOG SUPERBA PANELBOARDS 


BullDog’s SUPERBA Panelboards meet the combined 
need for beauty and utility in offices, stores and com- 
mercial buildings. 

Standard SUPERBA features interlocked fuse doors 
to provide an added safety factor, since fuses are always 
“dead” when accessible. 

Modified SUPERBA incorporates all advantages of 
the Standard Model, except that it is intended for 
installations where electricians will replace fuses and, 
for that reason, does not require interlocked fuse doors. 

Both offer the exclusive OMNI-bus feature, permit- 
ting balancing of loads without removing the cabinet 
door or trim, or disturbing wiring connections. Heavy- 
duty toggle switches, with quick-make and quick-break 
action, minimize arcing and burning to insure longer 
life and lower maintenance costs. Cartridge fuse ejectors 
are integral in the design. 





Cutaway view of Standard 
SUPERBA phenolic unit 
featuring COMNI-Bus bars, 
rugged toggle switches, 
cartridge fuse ejectors—all 
adding to the appearance 
and utility of this lighting ] 
panel line. q 


With BullDog ROCKER-TYPE Panelboards, rugged- 
ness comes first. 

These panelboards are designed particularly for fac- 
tory use, where appearance is secondary but where cir- 
cuits are apt to remain under load “around the clock.” 

Branch circuit units are sturdily designed of por- 
celain—the best insulating material. known to the 
electrical industry. Porcelain is arc-resisting, non- 
carbonizing and non-tracking. 

Switches are designed to reduce handle breakage. 
Quick-make and quick-break action, and friction-free 
knife edge bearings cut maintenance costs. 

For full information on BullDog SUPERBA or 
ROCKER-TYPE lighting panelboards, call your 
BullDog Field Engineer. Or, write BullDog direct 
tor folders. 
Cutaway view of ROCKER- 
TYPE porcelain unit de- 
signed for rugged durability, 
maximum dielectric strength 
and heat resistance plus 
simplified switch mechanism 
with unbreakable rocker 


BULLDOG 


ELECTRIC PRODUCTS COMPANY 
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‘ Lighting Panels that make your eyes light up 


Ne} €e) $2) fo) -4e) 0) fe} fo) I} 
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Detroit 32, Mich. Field Offices In All Principal Cities. In Canada: BullDog Electric Products of Canada, Ltd., Toronto. 
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BullDog manufactures Vacu-Break Safety 
Switches—SafToFuse Panelboards— Superba 
and Rocker Type Lighting Panels—Switch- 
boards—Circuit Master Breakers —’’Lo-X*’ 
Feeder BUStribution DUCT—‘’Plug-in” Type 
BUStribution DUCT—Universal Trol-E-Duct for 
flexible lighting—Industrial Trol-E-Duct for 
portable tools, cranes, hoists. 
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When Mother Nature 
turns on the summer heat, Mr. and Mrs. Con- 
sumer run to you for help—that’s when the 
smart dealer cashes in on COMFORTAIR. He 
shows how a flick of the switch creates cool, 
COMFORTAIR breezes and changes a hot, 
humid room into a pleasant, air-cooled spot. 
But that’s only the beginning... just half the 
sales. and profit story ! COMFORTAIR’S double- 
duty design pays off in winter, too, because 
it combines summer fan and winter heater in 
one space-saving unit. It’s a tested, all-sea- 
son seller. 


COMFORTAIR is fast-moving, profit-making 
merchandise twelve months in the year...never 
becomes seasonal dead stock like the ordi- 
nary fan or heater — that’s why COMFORTAIR 
is the smart, modern way of handling a 
complete fan and heater line with constant 


PU MeV icalee\ 


“a 


.--and cash in when 
they’re cold, too! 


turnover. Sun or snow, hot or cold — the 
COMFORTAIR market is always there with 
steady profits for you. Write today for details. 


MIMAR PRODUCTS, Inc. 
BROOKLYN 5, NEW YORK 
Branch: EL MONTE, CALIFORNIA 





COMFORTAIR’S streamlined fan is noise- 
less — grille-protected for extra safety. 
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Leader G-440 — A truly beautiful fixture, 
with excellent diffusion of light. Para- 
bolic reflectors for maximum light out- 
put. Uses 4 40-watt lamps. 


Leader “Officer” VL-440— America's most 
modern fluorescent fixture. Architects and 
interior decorators choose “Officer’’ fix- 
tures for distinction, beauty and for pleas- 
ing diffusion of light without sacrifice of 


Leader URC Research tuminaire 
LRL-440— Meets all specifications of 
Utility Research Commission for Better 
Light—Better Sight. Uses 4 40-watt 
lamps. 


output. Uses 4 40-watt lamps. 


Leader Zephyrlite ZUO-240—A favor- 
ite with those who know industrial light- 
ing needs, Its excellent construction and 
many fine features make it the last word 
in efficient operation and easy main- 
tenance. Built for 2 40-watt lamps. 


Leader GL-440—Luxury lighting at mod- 
erate cost. With its deluxe features, 
prices compare with ordinary open type 
units. Hinged glass frame for easy main- 
tenance, Requires 4 40-watt lamps. 





Leader Stratoliner 1\UO-240— 
This sturdy fixture is the recog- 
nized leader in heavy duty 
-_ industriol units. May be in- 


Leader Trofferlite TG-240 — Ideal stalled) as single units or in 
for use in remodeling or new stream- continuous runs. Uses 2 40-watt 
lined construction. Strong rigid con- lamps.) 

struction permits ceiling to be hung 

from unit. Uses 2 40-watt lamps. 





Leader NHI-440 

with “Slimline” tubes— 

This heavy duty unit has 

channels designed with grooves 

to take adjustable hanging clamp. Re- 
flectors have captive knuried clasps. 
Uses 4 8-foot lamps. 


“Slimline” tubes— Louvered 

for beauty and soft light diffusion. 

Molded plastic side panels give maximum light 
transmission without glare. Uses 4 8-foot lamps. 


Tue Modern Design, Precision 


Engineering, and Controlled Manufacture 
that go into every Leader fluorescent 
fixture gives American business and 

industry lighting at its best. And, only 
better wholesalers and contractors 


distribute and install Leader fixtures. 


Coming Soon! The Leader “‘Schoolmaster’’. A new type of fluores- 
cent fixture especially designed for school room use. It's a “‘nat- 


ural" for every school. 


LEADER ELECTRIC COMPANY 


6131 NORTH BROADWAY ®* CHICAGO 40, ILLINOIS 
WEST COAST FACTORY * 2040 LIVINGSTON ST., OAKLAND 6, CALIF. 
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TRUMBULL (77) ELECTRIC 


TVOEBUSWAW, 


ee mee 


& aomeen™ # 


L.V. D. means low voltage drop... full power delivery 


right to the end of the fine. Fully prefabricate 





sections ond installation accessories . ... carried 





stock... mean fast, low-cost ‘installation witho. 
special engineering. Interconnects with Trumbu 
Flex-a- Power systems for secondary distributio 
to point of load. Do no plant wiring intil you ho 
investigated this better, modern method. 
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THE T ABULL ELECT 


i 
PLAINVILLE, CONNECTICUT. |. 
OTHER FACTORIES AT NORWOOD, OHIO + SAN. FRANCISCO +. SE 
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ww wrinkle finishes 


instruments: Baki 
ased production 


_ infrared oven incre 
200%- 


Metal chairs: Convey orized de- 
greasing with infrared lamps saves 
two men’s time. 

Infrared speeds spraying and 


cost 40%. 


Signs: 
drying: cuts 
Clocks: Drying Jacquet with i 
frared heat gives Q5% saving overt 


previous method. 
And in hundreds of other appli- 
cations Westinghouse infrared heat 


n—and de 
portunities offered by in- 


for “Tndustrial In- 
4.3817. This 12-pas® 


y—eut costs, § } 
nd make proceseee easier- To explore - —, 
{rared heating, write 
\ frared Lamps. Form 
booklet is @ complete guide 
product. Lamp Division- Ww estingb 


tric Corps Bloomfield, N. J. 


Westinghouse 


— t 


lamps ¢4 
production. a 


to proces> an 
ouse Elec: 


Ht esti 

pe Lamp District Offic 

High Kevthite Bebe, NW, a 
CHICAGO; roe py 20 N. i PA; 10 
Walnut St ‘ oa all St., NEW ag 
Allies, i eee ees me ; 3001 
SAN FRANCIS RGH: 1 re lt Ivd. of 
LOUTS. ASCO: 411 gomery St.. 


We 
stingbo 
use . 
I amp Dis inie Electric Corpor P 
ton, Bloomfield ~<a 
. New Jersey 


> 
Please send me 


I ‘ sour il 
‘orm A-3817. iMustrated booklet 


"Inds ' 
astrial Inf 
frared I 
amps. 2 
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LEONI ATS NS 


PPPS» 


Designed 


for Cool Comfort 


aud “fast Sales 


Here’s the most complete line of fans you ever laid 
your eyes on—20 models—attic or basement exhaust 
fans . . . window exhaust . . . kitchen exhaust... 
pedestal .. . ceiling ... floor ... wall bracket... 
desk, ete. 


Ruggedly built, beautifully finished in baked enamel, 
bonded with manufacturer’s guarantee for 5 years 
—and available for immediate delivery! 


Get the C & H line for fast, repeat sales and good 
profits—write for your catalog now! 





Some territories still open for aggressive jobbers and manu- 
facturers’ agents. Dealers, write for details and prices and 
name of your nearest jobber. 


Co, Oe. 


ATLANTA 6, GEORGIA 
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the name that set new high standards 


FLUORESCENT LIGHTING TURES 








for 








STING 


cAL os. INC. 
nw. 


Certified FLEUR-O-LIER. fixtures, made by 27 leading fluores- 
cent lighting fixture makers, are built to exacting specifications 
for performance, construction and service. They are tested, 
checked and CERTIFIED as meeting those specifications by 
famous Electrical Testing Laboratories, Inc. and are identified 
by the FLEUR-O-LIER Label on every fixture. Because of the 
high standards to which FLEUR-O-LIERS are built, lighting 
companies and lamp manufacturers endorse and recommend 
them. FLEUR-O-LIERS deserve the support of everyone who 
wants to see such standards maintained. 





CERTIFIED | 


i ee . in accordonce 
& 7 \ D with Test 
Sopioneste . 
ificati: 

Fleur-O-Lier sendiaaaenn 

t ELECTRICAL TESTING 

Fleur-O-Lier is not the name of an individual manufacturer, but a group of 27 lead- emer rsen wy 
ing fixture manufacturers. Participation in the FLEUR-O-LIER MANUFACTURERS’ pro- : : 

gram is open to any manufacturer who complies with FLEUR-O-LIER requirements. 
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[.M. tape specifications call for a 30 pound pull to. 
%, inch. width friction tape before breaking. PANTHER 
and DRAGON brands of Friction Tapes surpass these 
“specs’’ by a wide margin. They have an average break- 
ing strength of up to one-third better than required! 
This is just one of many reasons why these tapes are 
tops. PANTHER and DRAGON Friction and Rubber 
Tapes are sold only through rec- 
ognized independent wholesalers. 
Hazard Insulated Wire Works, 
Division of The Okonite Com- 
pany, Wilkes-Barre, Penna. 


tion and rubber meee: 


—y 
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cA, fluorescent Virden is not 


only serious out highly interesting. Here 





are two sweet Virden fixtures that are 
definitely earmarked—" possibilities unlim- 
ited”. Their beautifully clean lines — their 


perfect adaptability to every conceivable 






VIRDEN VALUE 


situation, are not the result of accident. 







a ee ee 





They spell Virden value at all points. 


See your Virden wholesaler. 







SEE OUR EXHIBIT 
STORE 
| MODERNIZATION 
SHOW 


or 





This complete Pendant fixture No. VF-8440-P illustrated is oe 
signed and constructed for individual mounting «.. . and is 
assembly of the following Kits: VK-744 Basic Chassis, VK-440 
4-L1. Shield, VK-300 Twin Stem Pendant. 










: This row of Continuous Pendant fixtures is an assembly of the following . ' 
total Kits: 3—VK-744 Basic Chassis, 3—VK-440 4-Lt. Shields, 3—VK-200 es 
Single Stem Pendants, 2—VK-600 Spacer Couplings . . . as indicated by the : Five «if 
cut-off illustration, it can be added to indefinitely. ta 






€ 
-_ BE Sok, Riis” Slat Bena ae 


John C. Virden Company « Cleveland, Ohio 
Wemben American Home L Justitute 
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have it for you. He 














Write, wire or phone 
Walker Service. 








MANUFACTURERS OF SWITCHBOARDS « PANEL BOARDS « SERVICE EQUIPMENT « METAL ENCLOSURES 4 
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(OASTER RANGE STORY 


an tell this » 


wk over the electric range field. 
(hat is today’s most exciting 
iles feature with the most prac- 
cal appeal to homemakers? You 
a but one, answer: Monarch’s 
Oven Roaster Range! 

lore than anything else, women 
ant plenty. of oven space, and 
ire’, the range. that qxes, it, to 
hem so ——- ~=s Without sacrificing 
hawers for. storage. On asin 
ind im magazines, Monarch ad: 
enising. is. telling this Remerte) 
oven story, to, the. nation’s 


onemakers. 


a 





Perfect for vege- 
table dinners, 


baked beans, 


sauerkraut and 


spareribs, SOUDs, 
biscuits, Quick 
cakes, etc, 


Convenient lifter 
tack for casserole 
and other baked 
dishes. Ample 
capacity for com- 
plete meals. 


When closed, the 
Porcelain enamel 
lid is flush with 
cooking top — 
obsolutely no 
obstruction, 


__—@ MALLEABLE IRON RANGE Co. 
: r 4877 Lake Street Beaver Dam, Wis. 


PORES eR, 


YES, that’s right... 


Hew often you’ve wished for 

ENOUGH oven space! Here 
you have it! In addition to the 
regular full-size oven —_ this beau- 
tiful Monarch Electric Range has 
a roaster-size oven built into the 
cooking fOp.... a mew, exclusive 
convenience which Saves electricity, 
Saves time, saves stooping. Lift the 
cover and there’s your food! Makes 
a perfect Steam - Table -Sery er for 
keeping second servings juicy and 
hot. This range is also equipped 
with Monarch’s exclusive “Deep 
Heet” Double Boiler Sauce Pan. 
See this exciting new range at your 
nearest Monarch dealer, 


tere. ; 
4 72 * ep 
— adivehballinn ll gg, 


tig. 





SMOOTH | \4* STARTING OF SQUIRREL 


CAGE INDUCTION MOTORS IS ASSURED... 
WITH 


“3 (/“BULLETIN 6080 AC MAGNETIC 
PRIMARY RESISTOR TYPE STARTERS 


@ Designed for application on drives requiring reduced 
torque on starting due to mechanical limitations, or where 
power restrictions limit the amount of starting current, 
Bulletin 6080 A.C. Magnetic Starters provide dependable 
starting performances. 


Constantly increasing torque is developed by the motor 
as it comes up to speed—smooth starts are produced 
since the motor circuit is not interrupted during the trans- 
fer from reduced to full voltage. Bulletin 6080 Primary 
Resistor type Starters do not reduce the power factor at 
which poweristaken from the line during the starting period. 


All sizes of Bulletin 6080 Starters are available in sturdy 
NEMA Type | standard or NEMA Type 5 dust-tight en- 
closures. Sizes 2, 3 and 4 are for wall mounting; 5, 6 and 


7 for floor mounting. 
FEATURES 


Reduced voltage starting. 
Edgewound accelerating resistors. 
Definite time acceleration. 
Motor overload protection. 
Copper-to-copper contacts. 
Rolling and wiping action on opening and closing 
keeps contacts clean. 
® Arcs quickly extinguished by blowouts. 
® Swing out feature for wall mounting sizes. 


Mechanical and electrical interlocks on reversing types. 


Ask your Distributor for 
“3C” Bulletin 6080 Starters. 





THE CLARK CONTROLLER CO. 


t ——— 


RYTHING UNDER CONTROL ° 1146 EAST 152nd STREET, CLEVELAND 10, OHIO 
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ae) mm Ac) 
fluorescent 
or 
incandescent 


lighting 


Graybar’s near-by office distributes them 





Under normal conditions at Graybar warehouses, strategically located through- 
out the nation, stocks of G-E lamps are maintained for prompt, local delivery. 
Graybar distributes all types and all sizes of incandescent and fluorescent lamps 
for indoor, outdoor, and product lighting — plus germicidal, infra-red, and 
other special lamps. A Graybar Lamp Specialist will gladly help you deter- 
mine the best type and wattage of lamp for any requirement. 


Although the lamps you want may not be available today, supplies are in- 
creasing, and we hope soon to be able to deliver any type of lamp — in any TIME-SAVING 
quantity — anywhere — on a moment’s notice. INFORMATION SERVICE 
Whatever your lighting requirements, Graybar can impartially recommend the FOR ELECTRICAL BUYERS 
Whenever you need facts about 


correct lighting equipment for your particular needs from the most complete one an sentinel bhnin alt ateadien 
selection of lamps and lighting units available from any one source. Graybar equipment or supplies, call the 
Electric Company. Executive offices: Graybar Building, New York 17, N. Y. peels von Be pony a 

4757 formation you want. As distributor 
of the products of over 200 leading 
manufacturers, Graybar can give 
you catalog, price, and delivery in- 
formation on over 60,000 electrical 


Ye i ) 7 R items. Graybar Specialists are pre- 

A. a a ne a cen this — 
on scloction end agptication. 

_..convenient source of 

60,000 electrical items 


IN OVER 90 PRINCIPAL CITIES 














WIRING @ LAMPS AND LIGHTING @® COMMUNICATION @ SIGNALING @ VENTILATION @ CONTROL @ POWER APPARATUS @ TOOLS 
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Some people 
are just different! 


And the same goes for electrical wire. Laytex (Type RU) branch circuit SAFETY FACTORS THAT PUT 
wire stands out from the mob because it is the world’s smallest diam- (RU OUT IN FRONT 
eter, lightest weight natural rubber-covered building wire. Viv 
The small diameter of Laytex permits more circuits per conduit. The BULL'S 
90% unmilled, grainless natural rubber insulation is applied in lam- EYE 
inated walls that form an electrically safe sheath. The conductors are The conductor is 
perfectly centered, eliminating chances of thin spots. Dielectric and ces ieee 
tensile strengths are high. inch of the wiee. 
Laytex (Type RU) is more than just different. In physical and elec- 
trical qualities, there is no other wire to compare with it. ELEPHANT 
INSULATION 
UNITED STATES RUBBER COM Laminated walle of 
1230 Avenue of the Americas + Rockefeller Center - = é natural rubber in- 


sulation mean Lay- 
tex (RU) is safe. 


SMALLER O.D. 


Allows more cir- 
cuits per conduit 
than in ordinary 
wire. Lighter 
weight. 








ELECTRICAL WIRES AND CABLES 
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HEN properly fused for over- 

load protection Kearney Trip- 
O-Link Fuse Cutouts eliminate the 
costly nuisance of burning up 
transformers. 


The Trip-O-Link, an original 

Kearney design, is so unique, so 

simple, so positive, that it cannot 

fail to operate. The combination 

fuse link and cartridge is 

kept under constant coil 

spring tension. When a 

3 fault occurs this tension 

ys Bove Aircon A separates the link quickly 
Use _ and positively—leaving a 
TRIP-O-LINK “les f { wide air gap that prevents 
FUSE LINKS : 4 Nee: current leakage between 
wetteble ta twe | a the contacts. The separat- 
characteristics — fast ry ing action breaks sleet and ice, provides 


| . x ee . . 
oe ee VES j dependable operation in any weather. 
ampere sizes and 


or vatings 2.3 te i APY) } I Pays You can’t afford to be without the 

low-cost protection of Trip-O-Link fuse 
cutouts. For about $7.00 you can protect 
a transformer costing nearly $200.00— 
for years to come. 


il 


OVERHEAD AND UNDERGROUND UTILIT ¥ —EQUIPMEN st 


a4 ee 
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HIGH EFFICIENCY 
FEEDER @ Busoucr 


VENTILATED TYPE 


FEEDER @ BUSDUCT 


... actual tests show less than 
2 volts drop per 100 feet at 
80% power factor. 


Maximum efficiency is the fundamental engineering 
principle of the improved High Efficiency, Ventilated 
Type Feeder @ Busduct. 

Designed and built to meet today’s requirements for 
maximum plant efficiency and productivity, Feeder @ 
Busduct is unexcelled for the transfer of heavy current 
from service entrance to distribution center, from 
generators to switchboards or from switchboards to 
distribution centers. Of even greater importance is the 
fact that voltage loss is reduced to less than 2 volts per 
100 feet at 80% power factor. 

High Efficiency Feeder @ Busduct is made in standard 
10-foot lengths for indoor and outdoor installations. 
It is available in capacities from 600 to 4000 amperes, 
575 volts and less. 

See your nearest @ District Representative for details, 
or write for our catalog. 


qavé mark 


Makers of 


BusoUCT SERVICE EQUIPMENT 

PAMELBOARDS SAFETY SWITCHES 

SWITCHBOARDS LOAD CENTERS 
ELECTRIC QUIKHETER 


Srank et€dam 


ELECTRIC COMPANY 
ST. LOUIS, MISSOURI 
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+ ere: = IN THE SIZE AND STYLE 
i ; YOUR CUSTOMERS WILL WANT 


'. | Tall round, low round, square or table top, 
{ pameTEBCCN com your customers will find just the Mertland 
ema Automatic Electric Hot Water Heater that 
~~... suits their need. Round models in capacities 

4 — —/ ¥0 to. 80 gals. Check Mertland's features 
i tan. for or ag - convenience 
| economy. . ond oxro sales features. 
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OFFER YOUR CUSTOMERS 
TROUBLE-FREE ELECTRIC 
HOT frinn dies ina 
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MAGNESIUM 
ANODIC 
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AUTOMATIC ELECTRIC HOT WATER HEATERS 
protected by Mertland Magnesium Anodic Rod 






























This rod converts a DESTRUCTIVE ACTION into 
a PROTECTIVE ACTION. Electrochemical action 
takes place when two metallically connected 
but dissimilar metals are immersed in water. 
Since the Mertland Magnesium Anodic Rod 
has higher position on the electrochemical 
series, if protects all other metals in the tank. 
The cost of this rod should be paid for many 
times over in longer tank life and customer 
satisfaction. Details in folder, “Stops Corro- 
sion,” sent free on request. 





@ The Mertland Magnesium Anodic Ryd is another of the many extra sales 
features of the Mertland line. This rod is oversize, 1.316 inches in diameter, 

has protective sheath to guard against undue action at top of rod, full length 
CHECK THESE MERTLAND FEATURES steel core to insure proper grounding throughout its length, is made of a special 
for quality, durability, convenience, and economy magnesium alloy with an anodic efficiency nearly three times that of com- 
ae eatek, bloches ype Biberghes mercially pure magnesium. Easily renewed. Positively grounded through special 


insulation all around tank conductive compound. 





Heavy gouge galvonized steel 
lank, hot dipped. Mode ond fight coats of white enamel 


galvanized in Mertlond’s vltre- baked on heavy steel jacket ‘WHOLESALERS in areas not conflicting with present outlets are invited to ask about 
modern tank and golvanizing ee ‘the Mertiand Franchise. *¢ 


plant Inlet baffle evenly distributes 
incoming water 


sap ctemea acini p GOOD AUTOMATIC ELECTRIC HOT WATER HEATERS 
E> action temperature contro! Heavy gauge copper wing MA D BY A GOOD COMPANY 





4 Chromalox quick heating immer- Internal heat trap prevents hot 
py 9 type heating unit water circulation through house 
D Working pressure gueronteed ‘*¥tem except when drawn. 


150 Ibs. (Tested 300 Ibs.) yon te M. M. HEDGES MANUFACTURING fo Inc. 


Protected from corrosion by Wattages and voltages to your 
Mertiand Magnesium Anodic Rod — specifications. Can be furnished CHATTANOOGA, TENNESSEE 


D leptional equipment) wired tor limited demand 
















INADEQUATE WIRING, the industrial jinx, upsets the best 
of calculations—the most thorough planning. 

Production quotas are a fiction, the most modern ma- 
chines are inefficient, the best of workmen are frustrated 
when overtaxed, over-extended obsolete wiring can pull 
down plant efficiency 25 percent® or more. 

To get the production curve up, ask your plant power 
engineer, your consulting engineer, electrical contractor 
or utility power salesman to put this demon out. Action 
now may save shutdowns and costly alterations later. 


























*WIRE AHEAD, a new booklet discussing pre- 

ventive maintenance ... the symptoms of 

inadequate wiring...and presenting plans for / * 
anticipating electrical demand, is now in prep- Caeed 
aration. We shall be glad to sendit on request . 

as soon as it is available. Address our Advertis- 

ing Department, 25 Broadway, New York4,N.Y. 


Anag@unn ANACONDA WIRE AND CABLE COMPANY 
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omething IN SECONDARY DISTRIBUTION 


HUBBARD 


SAGGER 


BRACKETS 





Holes are drilled at correct spacing 
and machine bolt is inserted as shown. 





Conductors are strung, using insu- 
lators as pulleys, until desired sag is 
obtained after which they are tied-in 
while still in the horizontal position. 





Side view of the horizontal | Insulator and bolt in semi- | Closed position. Note that 
or “sagging’’ position. | closed position. It must | insulator bolt is solidly 
Note that insulator bolt is | clear the keepers atthe top | Jocked in this _ position, 
solidly checked against | to complete closing. having been pushed down 
further downward move- past the spring keepers. 
ment. 











After tying-in, the insulator bolts are 
raised to the vertical and dropped into 
the lock position. 


For secondary distribution circuits, where a variety of sulator Bolts are locked in position when closed or 
problems are to be met, Hubbard No. 710 Sagger open. Strength against line pull is provided by the 
Bracket is the most flexible choice to meet the require- broad back bearing against the pole, the backs being 
ments. This Bracket may be described as a single, 3-inches in width. Spurs at the corners prevent the 
separate, secondary-rack point, which may be used bracket from turning during and after installation. 
with one or more similar points, at any desired spacing Bolt heads are trapped in the back to prevent turning 
for any number of conductors. while tightening. 

No. 710 Brackets are versatile in other ways also. Hubbard Sagger Brackets have been tested and 
The patented feature is the arrangement of the in- proved in service. Highly adaptable to any condi- 
sulator bolt which may be dropped to a horizontal tions, they have drawn praise from engineers, in 
position to allow the “sagging” of conductors every instance of the many installations made 


with the insulator spool acting as a pulley. In- to date. 


HUBBARD COMPANY 


PITTSBURGH - CHICAGO OAKLAND - CALIFORNIA 
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NOW... 


distribution equipment. 


FOR YOU... because it means that you 


can now purchase all your basic control and 


source. 


Four-Channel Strength —each member, sides, 
top and bottom is a rigid channel; rugged 
bus bar insulators mounted on 12” centers for 
greater electrical safety and mechanical strength 
* Insulated Plug-in Openings provide complete 
safety in applying or removing plug-ins * Easy 
Installation by means of adjustable hangers 
* Silver-Plated contacts at bolted connections. 


Descriptive literature on request; consult your Federal 
District Office about your Bus Duct requirements now. 


FEDERAL ELECTRIC PRODUCTS COMPANY, 


22 


- | i cent to machinery, ready to plug in; permits rearrangement 
e e ra N O A R K of machines with minimum production loss. 


an important forward step 


FOR FEDERAL .. . because it means a signif- —— f 
icant expansion of the Federal line of control and | 


distribution equipment from the same reliable ¢ 


SAFETY SWITCHES © SERVICE EQUIPMENT © CIRCUST BREAKERS * PANELBOARDS * SWITCHBOARDS * BUS DUCT 





FEDERAL NOARK BUS DUCT ... THE MOST 
MODERN METHOD OF SECONDARY POWER DISTRIBUTION 






— secondary power source immediately adja- 





— reduces hazards of costly breakdown 














and service disruption; cuts down maintenance costs and pro- 
duction delays. Underwriters’ approved, of course. 


—power outlets provided at 1-foot centers, mak- 
ing possible expansion of plant facilities at lower cost. 














Executive Offices: 50 Paris St., 
Newark 5, N. J. * Plants: 
Hartford, Conn. * Newark, 
N. J. * St. Louis, Mo. * Long 
Island City, N. Y. 


Federal NOARK 


INDUSTRIAL CONTROL AND 
DISTRIBUTION EQUIPMENT 












MANUFACTURERS OF A COMPLETE LINE OF MOTOR CONTROLS 
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Attic Fans 





TRADE MARK 





ow 


INCREASING YOUR PROFITS in the fan 
business is as easy as A.B.C.! Smart dealers, 
with an eye to the future, are doing it every day 
simply by tying-in with the fan line that’s ac- 
knowledged to be the finest in the field! 


COOLAIR ATTIC FANS, with their exclusive 
patented features, have paced the industry in 
the development of scientific home-cooling for 
many years. Public aceeptance of the COOLAIR 
name and reputation is now ready to pay divi- 
dends to you... ready to lay those golden eggs 
in your cash register! 


NOW, Coolair pioneers a new field. . .adds 
another first to its many features of engineering 
leadership! To help you make more money as 
an Authorized Coolair Dealer, the American 
Coolair Corporation adds a program of DEAL- 
ER TRAINING in the layout, installation, selling 
and servicing of Breeze Conditioning Systems! 
Contact your distributor without delay for com- 
plete information on the splendid profit oppor- 
tunities now awaiting wide-awake dealers. 


A full description of the Coolair line, with tables showing 
models, dimensions, performance data, etc., can be found in 
SWEET’S CATALOG FILE SWEET’S CATALOG FILE 
Architectural For Builders 
AS.H.V.E. GUIDE ELECTRICAL BUYERS REFERENCE 


3604 MAYFLOWER ST. JACKSONVILLE 3, PLORIDA 





A Touch of Quality and Beauty 





A TYPE AND FINISH 


FOR ANY JOB 


TYPES 


Single, Two and Three Gang, Toggle Switch 
Plates, Single and Two Gang Duplex Receptacle 
Plates, Combination (Two and Three Gang) 
switch and Duplex Receptacle Plates, Blank 
Plates, Telephone Plates, Push Button Plates, 
Single Outlet Plates, Any combination of 
Standard Devices up to Three Gangs. 


FINISHES 


“ALUMINEX” BROWN, Baked Wrinkled enamel-hard 
and durable --- in a beautiful shade of brown. 


“ALUMINEX” IVORY, Baked Wrinkled Enamel in Ivory 
to match devices. 


“ALUMINEX”, A patented, extra hard finish, having ap- 
pearance of hammered silver. Especially suited for 
commercial jobs. 


BRASS, (.040 and .060 gauge.) 


POLISHED AND SATIN CHROME, Heavily plated on .040 
and .060 gauge brass. 









Whether your jobs are large or small add 
that extra touch of quality and beauty with 
D & M Finishing Plates . . . Built to precision 
standards in a wide variety of types and 
finishes . . . No chipping, cracking or break- 
ing to cause replacements and wasted time. 
Ask your Electrical Wholesaler for D & M 
Plates . . . Prompt Delivery . . . Write today 


for full details and prices. 


EM 


MANUFACTURING COMPANY 


* INCORPORATED ° 
largest Manufacturers of Finishing Plates in the World 


SALES OFFICE: 80 WEST PEACHTREE PLACE, N.W., ATLANTA, GA. 
PLANT AT MARIETTA, GEORGIA 
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JOHN O's 
BUYING 
PLANS 


DEALERS ARE LEARNING a great deal 
about John Q. Public’s buying plans. 
Some of those sure fire prospect and 
priority lists now appear to include a 
good many misfires. And a surpris- 
ing number of dealers acknowledge 
that their six-year vacation from sell- 
ing has come to an end. 

Recent surveys indicate, however, 
that despite the high cost of living, 
many families still have money to 
spend. The result of the higher prices 
has been to make them more selective 
in their buying. Families which form- 
erly planned to buy a new car and 
household appliances may now have 
to choose between one or the other. 

Some indication of the trends in 
buying plans is to be found in the re- 
cently completed survey of consum- 
et finances made by the Federal Re- 
serve Board. One of the high lights 
of this report indicates that appliance 
dealers are faced with the prospect of 
loosing some of their potential bus- 
iness unless they quickly adapt them- 
selves to the requirement of the mo- 
ment and return to real selling prac- 
tices, 

The first burst of demand that fol- 
lowed the end of the war appears to 
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Their buying plans are your sales possibilities! 
A recently completed survey discloses new facts. 


(Phote Courtesy The 


be over in the durable goods field ex 
cept in the case of automobiles. The 
Fedcral Reserve survey shows that the 
demand for cars is still high but that 
the demand for refrigerators, washing 
machines, radios and furniture has 
dropped substantially. 

The reduced demand for appliances 
is explained partly by the facts that 
many families have made replacement 
purchases and that others are putting 
off these purchases in favor of other 
items. There is no answer to the first 
reason but the second can be counter- 
ed by aggressive promotional activity. 

Dealers will find it helpful to know 
which income groups constitute their 
best market. In 1946, families in 


Electromode Corp.) 


the income classes of $2,000 to $5,000 
accounted for three-fifths of the dollar 
volume of expenditures for selected 
durable goods other than automobiles. 
About one-fifth of the buyers were in 
the income class of $1,000 to $1,999, 
with the others in the class above $5,- 
000. 

The survey disclosed that 66% of 
1946 financing was on a cash basis, 
while only 55% of those planning to 
buy in 1947 are planning to pay cash. 
This trend in the method of financ- 
ing is the result of many families 
having drawn upon their savings. The 
survey shows that about two-fifths of 
the families had a decrease in their 

(Continued on page 86) 
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OVER THE YEARS the sale of wash- 
ing machines has followed a patfern 
of actual demonstrations in the home 
of the prospect. It was a highly suc- 
cessful method of selling but, at the 
same time, there was quite a burden 
of expense which the electrical deal- 
er had to stand. 

In order to have a large demonstra- 
tion program under way, it was neces- 
sary for the dealer to have large in- 
ventories, as well as men and trucks 
to make deliveries. 

If the washing machine was not 
sold, then the dealer had to pay for 
reconditioning the washer, and sell- 
ing the washer as used equipment. 

Because the automatic washer does 
not lend itself to home demonstra- 
tion, Westinghouse wanted to try 
and duplicate the essential good fea- 
tures of the home demonstration and 
also eliminate the high costs involved 
in this method of selling. 

With this thought in mind, the 
“Demonstrate to Sell’ plan was de- 


*Merchandise Manager, Laundry 
Equipment Department, Westinghouse 
Electric Corporation, 


are out. 
store demonstrations. 


DEMONSTRATE TO SELL 


But get full value from your 


effort with this modern plan . . 


By R. J. Sargent* 


veloped. It sells through demonstra- 
tion but with greater ease and less ex- 
pense. Instead of taking a 200- 
pound washer to the prospect, this 
plan brings nine pounds of the pros- 
pect’s soiled clothes to the store's de- 
monstration unit. 

It eliminates large inventories, de- 
livery and reconditioning expenses 
and used washers to sell. 

The “Demonstrate to Sell’ plan 
for laundry equipment calls for the 
dealer to install a demonstration 
room in his store. It will have in it 
an automatic washer, a clothes dry- 
er, water heater, and water softening 
system. 

The separate room is a necessity to 
the sales program since it is very dif- 
ficult to demonstrate this equipment 
in the center of the sales floor with 
people milling about. 

Since the plan calls for the washing 
of a load of the customer’s dirty 


clothes, it could very well be that 
customer would be embarassed if 


dirty clothes were put into the wa 
Therefor 
demonstration room 


er in front of strangers. 
by having a 
which can be used for a closing rov 
the salseman can command the c 
plete attention of the individual p 
pect. 

After the 


demonstration room 


installed, a meeting is held to explain 
the purpose of the demonstration 
room to the dealer’s salesmen. ‘TI 


dealer or department manager 
assigns his salesmen a certain 
ber of demonstrations to | 
per week. 

In order to make the plan { 
smoothly and also to simplify 
salesman’s job, dealers are urgec 
make use of canvas carrying bags t 
will hold just nine pounds of 
prospect’s soiled clothes. 

The salesman then picks up 
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With the advent of the automatic washing machine, home demonstrations ae 
But this valuable sales tool can be replaced by equally effective at ge 

Experience indicates. that a special demonstration 5 3 

room is required such as the one illustrated here. § t 
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the prospect's clothes and either 
brings the prospect to the store when 
he gets the cloths or makes arrange- 
ments to meet her at the demonstra- 
tion room. 

Now why do we insist on the pros 
pect’s dirty clothes? There are two 
easons: 

1. Anyone can wash clean clothes 

‘an. What the salesmen want to 
prove is that the washer will wash 
( ty clothes clean and preferably the 
prospeet’s clothes. Certainly, he will 

yant to drive home an important 

es po.nt by aking the question, 

‘Aren’t your clothes nice and 

“an?” 

The other reason is equally im- 
portant. All appliance salesmen have 
iad the experience of seeing the pros- 
pect lose interest in a product and 
at the same time give excuses for not 
being able to wait until the demon- 
stration is completed. With the 
prospect waiting for her clothes to 
be washed, the salesman has a chance 
) tell his complete story. 

[he actual demonstration in. the 
tore follows this pattern: the sales- 

asks the prospect to help him 

d the clothes into the washer. He 

the prospect what temperature 
ater is needed and what length 
vashing time is needed, and lets 
set the dial. He invites her to 

the soap and water softener. 

process takes only a- few min- 
and is a graphic demonstration 
the prospect of the ease of auto- 
tic clothes washing. 

By entering into the demonstra- 
tion, she learns by doing just how 
sy it is to wash her clothes in the 
itomatic machine. It helps prove 
vital part of the selling story that 
the automatic machine will save a 
lot of work. And when she tells her 
husband that “I washed a load of our 
clothes in the machine,” that has a 
much greater force than to have her 
say she watched a demonstration of 
the product. 

While the clothes are washing, the 
salesman will have approximately 30 
minutes in which to tell his sales 
story. He invites the prospect to be 
comfortably seated and, as the ma- 
chine washes, the salesman brings out 
the selling book which tells the com- 
plete story of the washer. Such a 
book, specifically designed to be used 
by a salesman in front of a prospect, 
answers all the questions that a pros- 
pect might have. The salesman goes 
through the book from page to page, 

getting commitments from the pros- 
pect as he proceeds. 
(Continued on page 92) 






























































Southern dealers are - 
providing laundry dem- 
onstration units as 
shown in these photo- 
graphs of typical facil- 
ities. Prospects bring a 
load of soiled clothes. 


Top, Fowler Brothers, 
of Knoxville. Center, 
Stones Home Appliance 
Co., of Birmingham. 
Below, appliance de- 
partment of Famous- 
Barr store, in St. Louis. 


































TREATING the customer like a long- 
lost best friend and serving him in 
every wap possible is Albert J. Har- 
ris’ plan for holding customers in the 
Manager 


competitive period ahead. 
of the City Appliance company of 
New Orleans, Mr. Harris believes that 
when prewar competition returns, the 
first appliance dealers to go under 
will be those who took advantage of 
their position in a sellers’ market dur- 


ing the wartime and_ reconversion 
days. 

“Treating the customer with extra 
courtesy and thoughtfulness, and ren- 
dering real service is going to pay off 
heavily when appliance merchandis- 
ing becomes the highly competitive, 
dog-eat-dog business that it soon will 
be,” he points out. “From the first 
day we opened our doors a year and 
a half ago, we’ve made it an iron- 
bound policy to be courteous, and to 
go out of our way to render custom- 
er services that will make each pur- 
chaser a friend of City Appliances.” 

A recent instance illustrates the op- 
eration of Mr. Harris’ policy, how it 
makes friends for City Appliances, 





— 
i hae 7 
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and how it’s paying off in immediate 
as well as future business. 

“One lady came into the store and 
bought a range,” he reports. “Ordi- 
narily, the sale would have been closed 
and that would have been the end 
of it. But her range was delivered 
directly from the railroad with a big 
chip on the side. She called me 
back. 

“Right there was a chance to serve 
that customer. Since we _ hadn't 
handled the range, we were in the 
clear. I could have told her to write 
the factory with her complaint. In- 
stead, I wrote the factory for her. 

“Back came an answer that said, 
in effect ‘nuts to the customer.’ They 
weren’t replacing the range. The fac- 
tory told me that she could complain 
to the railroad, which had done the 
damage. 


The floor plan of City Appliances was 
engineered throughout with a view of 
Records and other 
traffic producing items are located at 
Attractive island displays 


producing sales. 


the rear. 
line the main aisles. 


SERVICE: 


Treating every prospect like a 
“long-lost, best friend” is Albert 
Harris’ answer to how best to pre- 
pare for the competition ahead. 





“Instead of passing this informatio: 
on to her, I undertook to enter a c 
plaint against the railroad’s freight 
handling department, fill out 
forms, and generally take on the 1 
tape connected with the complaint for 
this customer. Eventually, the 
line did pay off. The result wa 
customer who was solidly sold 
City Appliances—because I made 
my business, naturally, to see that sh 
understood the trouble we took in 
der to have her stove repaired. 

“In dollars and cents, this didn’t 
cost us anything, but the time | 
was spent in handling the customer's 
complaint, to her satisfaction, more 
than ate up the profit we origin 
made from the range sale. S 
however, we got a solid return on this 
investment. 

“A few weeks later, she came back 
to City Appliances, this time accom- 


Magie Word that Holds Customers 


A repair department that operates 

at cost is another of the activities 

of City Appliances, in New Orleans. 
designed to hold customers. 


panied by three out-of-town friends 
who were visiting New Orleans for 
Mardi Gras. Her principal topic of 
conversation was the service the store 
had given her and how gladly we'd 
done it. 

That was fine. It showed we had 
made a good investment by turning 
this customer into a good friend of 
City Appliances. But more was to 
come. Her friends, impressed by her 
spiel of what a swell company we 
were, bought several appliances. ‘They 
left and, a few weeks later, other 
fiends who were in New Orleans 
from the country to do their shopping, 
stopped at City Appliances and, in 
turn, bought several appliances. One 
bought $200 worth of phonograph 
records alone— exclusive of his ap- 

ce purchases! 

“By going well out of our way to 
one customer, we made many 


friends, and closed a number of im- 


mediate sales. Morcover, each of 


these people is a very likely futute 
purchaser of appliances, and unless 
I’m very much wrong, they'll come 
to City Appliances when they need 
stoves, heaters, ranges, refrigerators, 
water heaters and other gas and elec- 
tric appliances.” 

The City Appliances’ repair depart- 
ment is operated at present as part of 
Mr. Harris’ courtesy-to-the-customer 
system. Located next door to the big, 
modern new City Appliances store in- 
to which the company recently ex- 
panded, the repair shop, according to 
Mr. Harris, makes no profit (although 
it doesn’t lose money either). It is 
operated solely as a service to the cus- 
tomer who is unable to secure new 
appliances and must make his old ones 
serve his needs. 

Soon, however, it will become a 
profitable department. Plans have 
been made to move the repair shop 
into a new section now being complet- 
ed in the main City Appliances store. 
There, room will be available for two 
or three expert repair men to work, 
and Mr. Harris has blueprinted a sys- 
tem for not only making money out 

(Continued on page 90) 














Six-Year Vaeation is Over! 


APPLIANCE SALESMEN on the job 
in New Orleans stores are learning 
new facts about selling and approved 
ways to make cach customer contact 
produce a maximum flow of dollars 
ind cents through the cash register; 
and appliance merchandisers are learn 
ing new ways as well as improved 
techniques for merchandising their de 
partments—in a series of classes spon 
sored by the retail merchants of the 
city for training both personnel and 
managers. 

The classes are held under supervi 
sion of the Orleans Parish School 
Board and the Louisiana Department 
of Education. The New Orleans ap- 
pliance merchants have taken max- 
imum advantages of the top-level and 
bottom-level training facilities offered. 
Their success shows how a similar set 
up could be copied easily in any cits 
or town. 

Classes are free, and cover a multi 
tude of merchandising, housekeeping, 
buying, personnel management and 
other retailing facts. They are taught 
by experts in the field. among them, 
some of the most successful appliance 
merchandisers of the Crescent City, 
who are paid for their efforts by th 
parish (county) school board. 

In this way, the very best merchan 
dising brains of the city are utilized 
for training salespeople and their man 
agers. 
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Dealers everywhere are beginning to realize that the 
need for sales training is here again. 
own programs; others co-operate with their local as- 
Here are details on the New Orleans plan. 


sociations. 


The scope of the courses is as wide 
as the scope of appliance selling itself. 
Whenever a_ sufficient number of 
pupils (fifteen) are lined up, any sub 
ject under the merchandising sun can 
be taught. 

The year’s courses are chosen in 
September, and programs for the 
courses are outlined at that time. 
However, throughout the year the ad 
ditional courses are selected to com 
plement the ones previously sched- 
uled. ‘These extra courses are often 
the result of requests made by sales 
personnel in appliance stores and de- 
partments in and around the city. 

If fifteen or more salesmen decide 
that they would like to attend a course 
in “show card writing,” “effective 
specch for salespeople,” “‘‘appliance 
buying” or any other phase of mer- 
chandising, classes can be arranged by 
contacting the Orleans Parish School 
Board. 

lhroughout the training, the “how 
tu’” of suggestive selling is pointed out 
to the students. Suggestive selling 
increases over-all sales and builds traf- 
fic volume for the entire store. The 
right and wrong wavs to suggest mer- 
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Classes for salespeople are held 

at night. Teaching is done with 

the aid of movies, lectures, and 

discussions. Subjects comprise 

everything “under the selling 
sun.” 








Some have their 


chandise is stressed by the instructors 
and examples are given to the parti 
cipants to demonstrate each. Through: 
this method of teaching, the dul 
ineffective salesperson is fast being tr 
placed by one who knows what the 
term salesmanship includes, and who 
carries out its meaning. 

Among the courses, Department 
Management has proved one of th« 
most popular. This course ran for a 
period of twenty weeks, with Earl HH 
Rees, store superintendent of Maison 
Blanche, one of New Orleans’ largest 
department stores, acting as instruc 
tor. 

More than 60 appliance and depart 
ment store managers attended to learn 
or brush up on the whole, wide ficld 
of store management and merchandis 
ing. Mr. Rees lectured and the stu 
dents discussed such problems as bus 
ing, stock control, inventory, store 
mathematics, sales promotion, turn- 
over, markups and markdowns, recciv- 
ing and marking. No manager fi 
ished the course without admitting 
he had learned many new facts about Tes 





his business. cali 
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DEALERS 


Part of a thoroughly trade-organ- 
zed industry, the electrical appliance 
dealers have been conspicuous by 
their lack of organization on a na- 
tional scale. In this era of pressure 
groups, many appliance dealers have 
come to believe that their lack of a 
“spokesman” trade association to 
iook after the appliance retailers in- 
terests as a whole has resulted in 
nany inequalities which are gravely 
iffecting the possibilities of success 
for the retailers. 

A few sporadic attempts have been 
nade in the past to organize an ap- 
pliance retailers trade association, but 
aone of these was able to obtain the 
necessary support. Today, the pros- 
oects arc more encouraging. The Na- 
tional Electrical Retailers Association 
as embarked on a two-fold program 
designed to build its membership up 
to a point where it is truly represen 
tative of the trade and, at the same 
time, to initiate a program to correct 
some of the inequalities of which 
most dealers complain. 

As part of its program to improve 
trade relations between manufactur- 
ets and electrical appliance retailers 
the Association’s board of governors, 
policy committee, and committee on 
manufacturer and wholesaler rela- 
tions met recently with a group of 
manufacturers’ representatives to dis- 
cuss some of the problems confront- 
ing the dealers at this time. 

The result of this conference was 
i thorough airing of the dealers’ 
point of view on such matters as 
‘ranchises, advertising helps, trade 
discounts, and builder sales. At the 
conclusion of the conference, the As- 
ociation issued an open letter to all 














Too many franchises in a given lo- 
ality is one of the major com- 
plaints of appliance dealers. 
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FIND A SPOKESMAN 


The rapidly-growing na- 
tional association of appli- 
ance retailers embarks on a 
program to correct what 
are considered inequalities 
in trade conditions under 
which the electrical appli- 
ance dealers operate. The 
association sets forth its 
views in an open letter. 


appliance and radio manufacturers 
presenting its views on these impor- 
tant matters. Following are excerpts 
from the Association’s letter: 

We shouid like to remind you as 
clectrical manufacturers that the 
problems discussed in this presenta- 
tion are not problems which rest en 
tirely on the shoulders of the nation’s 
dealers. On the contrary, we be 
lieve that they are equally the pro 
blems of all manufacturers . . for it 
we are to have a strong electrical ap 
pliance industry in the months and 
years ahead, then manufacturers and 
distributors must of necessity develop 
and support a sound, substantial deal 
er segment of our industry. 


Franchise Should Mean 
Something to Dealer 


We firmly believe that ways and 
means should be found to make fran- 
chises a greater asset and more pro 
tection to the electrical retailer. In 
this connection, we call to mind 
specifically the following abuses ot 
the franchise privilege: 

1. In one given locality, a larg: 
manufacturer of radios and applian- 
ces has 78 retail outlets, in a me 
tropolitan area of only 200,000 pop- 
ulation. How can one retailer real- 
ly get behind this line and do a job 
for himself or the line? Certainly 
no semblance of co-operative effort 
could be achieved by 75 dealers. Re- 
sult: most of these retail outlets 
have to sell at sacrifice prices, thereby 
demoralizing the market for the better 
merchants. 

2. In still another area, where a 
member of the NERA staff recently 
made a survey, there were 50 fran- 
chises for the same automatic washer 
in two adjoining suburban communi- 


ties on a main shopping thoroughfare 
five miles long. In one spot, there 
were three in one block. Franchises 
must be made to mean something 
3. In another community, a NE- 
RA member built up his store over 
a period of 15 years, pioneering ove! 
that period of time many prominent 
lines of electrical appliances. Recent 
ly, with no advance notice, his dis 
tributor sold a large chain organiza- 
tion which set up a store right next 
door to this dealer, to sell the same 
appliances on which he has fran- 
chiscs. ‘This occurred in spite of the 
fact that the NERA dealer is doing a 
creditable job, and is looked upon as 
one of the most aggressive clectrical 
retailers in his community. 

4. At the recent Housewares 
Show, in Philadelphia, the district 
distributor of a greatly publicized 
new iron, expressed the opinion to 
a NERA representative that his firm 
did not care who merchandized their 
product—so long as the American 
housewife could buy it from anyone 
she wanted to patronize, be it drug- 








Most dealers believe that builder 
sales should be channeled through 
them since they must service. 


gist, grocer, filling station, or 10c 
store. NERA would like to emphas- 
ize that not only will these outlets 
not be able to provide servicing of 
this iron, but many ef these so-called 
dealers of various descriptions will 
buy such products as radios and small 
appliances, be forced to pay for them, 
and will then find that the sale is 
not quite so brisk as anticipated. 
The destruction of the price struc- 
ture of the entire industry is the in- 
evitable result. 

5. In another city, it has been 
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called to our attention by a NERA 
member, that while he _ literally 
“begs” for a few more of a name- 
brand washer, still the manufacturer 
has seen fit to franchise three other 
dealers within walking distance of 
this older, more established dealer’s 
store. In this connection, we believe 
manufacturers might well consider 
the business experience of any given 
dealer before releasing a franchise. 
Not only does the multiple franchis- 
ing harm the reputable dealer now 
when merchandise is in short supply, 
but when some of these dealers “fold 
up,” there will be a resultant boom- 
erang on the established dealers, as 
well as on the manufacturer himself. 

NERA proposes that where dealers 
do go out of business under such 
conditions the remaining franchised 
dealer be supplied with a list of ac- 
counts by the manufacturer or his 
distributor, in order that reputable 
dealers may still provide needed serv- 
ice and do everything in their power 
to repair damage done to name-brand 
good will. 

6. NERA has many members 
who are new to the field of electrical 
retailing, who are endeavoring to se- 
cure franchises. We believe, how- 
ever, that it is good business for the 
manufacturers and distributors to 
consider, before giving franchises, 
whether an area already has sufficient 
dealer outlets to absorb the local 
market. This protects both the old 
and new dealers. Particularly is this 
wise in rural areas, where there is a 
real and extremely profitable market 
for more merchandise. We believe 
the manufacturer would do well to 
allot more franchises in such areas, 
and eliminate duplications in metro- 
politan localities. 

It is our opinion that the electrical 
retailers of the nation should be en- 
couraged to patronize manufacturers 
who give the retailer some definite 
protection on franchises. In tum, 
we recognize that we as dealers must 
co-operate with the manufacturers by 
putting every effort into making 
these valuable franchises more effec- 
tive in the industry. 


Relation Between Promotion 
Helps and Sales Volume 


Much has been said about the val- 
ue of advertising helps. Recent press 
reports have discussed the matter pro 
and con—from both the dealer’s and 
the manufacturer’s point of view. 

NERA has every appreciation for 
good advertising helps, which pro- 
vide genuine assistance and actually 
strengthen the dealer’s advertising 
program. 
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There is, however, another side to 
the question of advertising helps. 
We refer to the store banners, signs 
and other material which dealers are 
forced to buy at what we deem ex- 
horbitant prices, or else not get the 
merchandise they want and need. 

As the result of a NERA survey 
on one typical American Commnuity, 
we have found: 

1. A dealer who retails a recogni- 
zed line of appliances was forced to 
buy two neon signs advertising a 
washer, one sign for each of his two 
small show windows. Needless to 
say, he bought the signs, in order to 
get the merchandise, but he only uses 
one sign. If he used both signs, he 
says, his store would look ridiculous. 

2. Another dealer reporting in 
this survey stated there were too 
many big banners, broadsides and 
streamers forced upon him—many of 
which were entirely too large for his 
store—and on the other hand, he was 
not provided with enough small fold- 
ers, handbooks, and envelope stuffers 
to meet his needs. It was his con- 
sidered opinion that manufacturers 
should provide more small items, for 
which dealers have a definite need, 
tather than forcing them to buy ad- 
vertising “helps” in such quantities 
and sizes that he is unable to use. 

3. Radio manufacturers, in gen- 
eral, it was pointed out during the 
NERA survey, are among the worst 
offenders on the score of advertising 
helps, and correspondingly, have the 
poorest trade discounts. 

4. One dealer was forced to pay 
$115 for advertising helps to secure 
two washers, and he didn’t even 
make that much on their sale. He 
states that he is a great believer in 
promotions but thinks there should 
be some sensible limit on cost. 

In this connection, we suggest 
that one way of making such equita- 
ble adjustment might well be to con- 
sider the percentage of volume pur- 
chased in determining the quantity of 
advertising helps needed by any given 
dealer. 


Channeling Builder Sales 
Through the Dealers 


NERA believes that manufacturers 
and distributors should market their 
products only through regular retail 
outlets, and in case of sales made to 
contractors, for new homes and on 
FHA financed deals, the manufac- 
turers and distributors should chan- 
nel these sales through regular deal- 
ers at a standard discount. 

We believe that failure to con- 
form to this practice is a grievous er- 
ror in manufacturers’ dealer public re- 











lations programs. After all, the rank 
and file dealer is the most important 
customer of the manufacturer and 
distributor. The dealer always has 
and always will account for the big- 
gest volume of their business. 
When the current building boom is 
over, the policies of certain manu- 
facturers who merchandise appliances 
through contractors direct—without 
allowing the dealer his regular margin 
of profit——will have a serious effect 
on their dealer relations. 

Here is one example of this in 
fringement on the dealer’s rights: 
Contractors-builders were solicited to 
buy at discount, without the dealer's 
knowledge. His first indication of 
the program came in a copy of a bul- 
letin sent to a local building contrac- 
tor. Builders were offered 25% dis- 
count with the dealer getting about 
13%, although the dealer had to 
service these appliances, and in rcal- 
ity, will be responsible for their op- 
eration, since builders have no facili 
ties for, or knowledge of, servicing 

The distributor in question later 
advised the dealer of this program by 
saying: “It is suggested that on 
these deals, limited to new construc- 
tion, you allow the builder a discount 
of 25% of list price, adding $16.50 
for installation, warranty and_post- 
sale demonstration. We _ have 
ready written to all builders giving 
them the broader aspects of the pro- 
gram, urging them to contact you for 
details.” 

This manufacturer has nearly twice 
as many dealers as they had before 
the war. How can the dealer grou 
be maintained, then, unless they give 
the dealer all the support possible? 

We suggest that dealers be allowed 
to handle all such sales, and that th 
be given their regular margin of pro- 
fit. In turn, we believe you will find 
all dealers anxious to co-operate with 
contractors by paying them a regula 
salesman’s commission on sales made. 


Better Trade Discount 
Needed by the Dealer 


Manufacturers have previously beer 
informed in great detail why we ¢ar- 
nestly believe that dealers must have 
their minimum 40% trade discount 
and the industry’s customary prc 
war cash discount. 

Many manufacturers have  signi- 
fied their belief that the NERA point 
of view is well taken and that they 
have already arranged to extend these 
discounts. 

Other manufacturers have recently 
adjusted their discounts to a figure 
close to that recommended by the 
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\ERA Committee and have stated 
Hat as soon as they sce their way 
eat, they will further adjust thei 
scount structurc. 
Manufacturers who state that they 
we no control over their discounts 
that the question rests entirely 
the hands of their distributors 
in our Opinion, take positive 
to allow the distributor enough 
to assure a like profit for deal 
id to insist that the mimimuim 
val +0° be passed on to tl 


11 
[hose manufacturers who lag be 
1 this important matter are, we 
failing to do their part to 
manufacturer-distributor 

And, 
' 


im a serious risk of finding out 


engtnen 
eller relations. furthermore, 
that some other manufactiu 
yut-distanced them in the race 
competition. 

We are well aware that manufac- 
costs of doing business have 
On the other hand, as 

will | 1 
members will ly dc- 
, dealers costs, also have in- 
l’‘urthermore, 


conclusive 


tremendously. 

cognized good business _pro- 

for both manufacturers and 

to set aside a reserve to carry 

yusiness through any further cim- 

(his our dealers, as bus- 

are unable to do, unless 

offered on all lines an ap 

adequate discount to pro 

for this contingency. 

That Ever-Present Problem: 
\ppliance Servicing 

the greatest argument 

trade discounts is th 


that low mark-up will 


Counter Free zeRd 


TN, | Freezers St0Q Servic Dispray FREEZ 
3 
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5 Guxtky 


; Here’s a model with a_ built-in 
phone connected directly to our 
service department.” 
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cover servicing ¢xpcnscs. 

The following are the reports on 
service brought out by a recent NE 
RA survey: 

1. One deale: pointed out that 
the question of low mark-up versus 
service expense is particularly applica 
ble in the case of radios. On one set 
alone, duc to poor inspection at the 
factory, he has recently spent $48 on 
a sale on which he only made $40. 
This is a name brand, which likewise 
has a poor discount structure. 

2. Another handling a 
name brand of that 
there has been an increasing amount 
of faulty merchandise, due to poor 
crating and poor assembly. In order 
to stand back of these appliances and 
maintain his hard-won local reputa 
tion, he must, however, service them 
—correct improper line connections, 
repair damage to cabinets due to bad 
‘rating. 

On small appliances, he reports, he 
usually ships the faulty merchandise 
back to the factory, but on major 
ines there is too much freight cost 
involved, and too great a merchandise 
shortage to permit this practice, even 
though it costs him more to repait 
the damages than he actually makes 
on the product. ‘The dealer himself 
must stand these costs. 

3. The quagtity and quality of 
proper service must be measured by 
a retailer’s gross profit, encompassed 
in the original transaction. If he is 
squeezed with a low profit margin at 
the time of purchase, it can 
be seen that he can’t afford the con- 
‘| he 


dissat- 


dealer 
ranges reports 


tingent liability of free service. 
ultimat« 
isfied customers, and a 
of future revenue to his 

4. Consumer good-will and confi 
dence is the goal in which all re 
tail merchants are striving. Tow 
ever, imaintainimg that consume! 
good-will is a very tough problem. 
Any electrical retailer can very quick 
ly and casily lose all of the advan- 
tages he may have gaincd through 
good advertising, courteous and cffi 
cient sclling methods, by not fulfill 
ing his service obligation. 

In conclusion, we do not agree that 
large voluine at low mark-up can be 
successful in the radio and appliance 
field. The only sound approach is a 
margin of profit sufficiently large to 
carry the burden of expenses in the 
services described. 


result is a group of 
definite loss 


store. 


A Retail Short Circuit: 
“Back Door” Selling 

We believe the old, vicious prac 
tice of “backdoor selling” by some 
wholesalers must be — climinated. 


gem 

WINBURG 

“Boy! have I got your toaster fixed 

to pop toast! You'll need this net 
to cateh them.” 


\lanufacturers may not control the 
actions of their distributors, but 
manufacturers should aggressively sup- 
port a program to climinate this prac- 
ie 

tice. 

Pertinent to the discussion are the 
following points: 

1. Before the war there was much 
ado about diversion of trade from re- 
tail channels through the popular 
practice of purchasing agents using 
their companys’ buying connections 
to get goods for employees at whole- 
are 
war, however, the 

boys are getting 
Vhey are doing so 


Since the 
“buy at wholesale” 
back into stride. 
through cmployees’ purchase certifi 
allowing them from 10 


cates, ctc., 


to 25%, discount. 
3. l*urthermore, 
ributors have no facilitics for servic 
ng, this added expense must of ne 
ressity fall back on the dealer, who 
as not even had the benefit of |iis 
original profit to help pay its cost 
4. Obviously population centers 
are places where this evil is most felt, 
ilthough even in small rural com- 
munities, it has dangerous effects. 
NERA says: Lets let wholesalers 
be wholesalers and retailers be retail- 
ers! Only by banding together for 
the good of all concerned can we 
wipe out this evil once and for all. 
(The concluding portion of the As 
sociation’s letter discussed _ briefly 
such items as descriptive tags, rural 
electrification, fair trade prices, price 
cuts and model protection, installa- 
‘ions, trade-ins, and tic-in sales.) 


since some dis 
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SELLING WASHERS 
ina 


SMALL-TOWN MARKET 


APPLANCE DEALERS in the smaller, 
prosperous southern cities are becom- 
ing aware of the poteniial volume they 
can cultivate and harvest on hom«¢ 
laundries. Here is the story of onc 
dealer in a small city of 3,500 peopl 
who is not going to let that washer 
and ironer business within his 50-mile 
trading territory lie static or flow to 
ward the large-city dealers. 

After making a survey of his hom« 
town and the thriving back-countrn 
around Benton, Arkansas, Charles O 
Smithers, owner of the Smithers Sup 
ply Co., saw unlimited opportunities 
in concentrating sales and service ef 
forts on home laundries. 

Smithers sells 
major electrical appliances in his hard 
ware and household equipment store, 
and sees plenty of future profits in 
refrigerators, ranges, air conditioning, 
and dish washers. But of all majo 
appliances, his highest expectations 
are for the possibilities of the home 
laundry, especially in the immediate 
future. 

For years, women have suffered 
from the lack of soap. ‘They are laun- 
dry conscious. Never before have 
they enjoyed doing their own laundn 
as now, when the soap shortage has 
lessened to some extent, but not ccas 
ed to exist. ‘To own a fine washer 
and ironer scems the peak of luxury 
and thrift. 

Smithers wants to do his promoting 
while his prospects are still acutely 
soap conscious and laundry conscious. 
But he does not intend his volume to 
be a flash in the pan. He is build- 
ing solidly for the future by providing 
a handsome new store, with the right 
setting for promoting home laundries, 
and the strongest service department 
a dealer could offer. 


a full line of other 


When he decided to go after wash 
er volume, the first thing he did was 
to send his son, C. D. Smithers, to a 
good school to learn how to repair 
the automatic home laundry accord- 
ing to the manufacturer’s specifica- 
tions. Young Smithers is now able 
to train other men as they are needed. 

An area in the back of the store was 
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sct up as a repair department. An- 
other neat, attractive corner behinc 
the display section was given over to 
the permanent demonstrator depart 
ment. Plenty of room was provided 
for this, for Smithers plan includes 
daily demonstrations. 

One display window and the im- 
mediate area behind it was set aside 
for washers. Some dealers believe 
currently that it pays to show only one 
unit at a time, so that prospects will 
feel that the shortage is still so acute 
that they must try to buy on the spot. 

Smithers does not hold with this 
belief. He likes to show a mass of 
units, arranged attractively, with a 
comfortable chair in the midst, where 
the prospect can sit and listen to a 
sales talk, or just sit and look. 

Irom the street, the view of this 
chair surrounded by a half circle of 
automatic home laundries is very en 
ticing through the backless display 
windows. At night it is a bright and 


tempting spot. 
“Women mav bring in their com- 
washing and either do it 


plete weck’s 





Charles O. Smithers, owner of Smithers Supply Company, believes that the 
home laundry offers the dealer the best bet for good business in the imme- 
Selling with a plan, he is shown here with his sons C. D., left. 
and R. D., right, discussing details of a promotion. 


diate future. 
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themselves in the demonstrator or 
watch while the salesman does it, 
Many of them wish to have the first 
washing donc by the salesman, 
the second by themselves. A few | 
pects impose a little on the stor 
bringing in several washings, wit 
making a purchase. But Mr. Smit 
does not object. That machin 
the rear, under a blaze of fluores: 
light, is a demonstrator, and it is 

as such every day. Prospects ar 
cinated when they see the pre 
soap froth and boil around the wash 
ing. They bring their own soap 

if they forget to bring it, the stor 
some on hand. 

Smithers placed his demonst 
in the rear, where it is concealed | 
the display section, because he 
to keep it continuously active. ‘| 
is plenty of space for it to be op 
all day, if necessary. 

“I consider plenty of space f 
demonstrator an important part 
home laundry salesmanship,” S$ 
ers commented. “If a dealer doc 
have the room, he shirks hom« 
dry promotions. And then the v 
gocs to some other dealer.” 

The store is handsome and mod 
The front, of black Carrara glass, 
a striking Neon sign, has two larg 
play windows. A high standai 
maintenance prevails. ‘To illustrate, 
when the comparatively new flo 
self-colored cement proved unsat 
tory, Smithers had it replaced with 
asphalt tile blocks. 

“T don’t want my customers to have 
1 single excuse,” he admitted, “to g 
to the larger cities for appliance 


yt 

















) 


i 
Furn: 
Miss.. 
clipp 
demo 
as th 
sive | 
sider: 












yI 


-> 


the 


ne- 


ft, 








HOME DEMONSTRATIONS of small, 
ensive appliances, and side lines 
ire not ordinarily accorded this 
tion, have enabled the Home 
hing Co., of Columbus, Miss., 
iild up a large, constantly grow 
ist of prospects who will be ex 

bets for ranges, home washers, 
refrigerators, and home freezers 
these items become available in 


tiicient quantity to warrant promo 


month, for 
store went out into more than 


en Columbus homes armed 


example, owners 


uch diverse items as_ carpet 
rs, power mowers, hot plat 
hedge clippers, pressure cook 


id electric egg beaters. 
items were carefully demon 
to interested customers and 
iber of them sold. T. J. King, 
King, and J. C. Mauldin, owners 
Home Furnishing Co., emphasize 
t just as much time and effort went 
nto the demonstration of these short 
fit items and sideline merchandise 
goes ino the sale of an all-electric 

or a home laundry. 
“We give a demonstration on any- 
ng we sell,” states ‘T’. J. King, “and 
goes for the gadgets we are now 


) 


2 as sidelines also.” 
[he effort to promote sidelines is 
mpted by a shortage of appli 
C Home Furnishings has its 
hare; more than enough of several 
tems. But those visits into homes 
considered well worth the time 
pent. A single, ten minute demon 
ration can provide a “tip” that may 
result in the sale of a $450 home 
treezetr. Another visit may turn up 
the valuable information that the 
prospect’s old range is worn out and 
t refrigerator is inadequate for the 
present size of her family. ‘Those two 


fant 


icts can be discerned in a mattcr of 





J. C. Mauldin, co-owner of Home 
Furnishing Company, of Columbus, 
Miss., demonstrates an electric hedge 
clipper. The company’s policy of 
demonstrating small appliances such 
as this has resulted in a comprehen- 
sive list of good prospects and a con- 
siderable number of major appliance 


sales. 


seconds, vet they may lead to sales 
of as much as $500 in major appli 
ances, 

Last month, for example, one of 
the operators of the store went out to 
show a prospect the merits of their 
gasoline power mower. ‘The interview 
did not end on the prospect’s lawn, 
however. Deftly, the salesman steer 
cd the conversation to the good house- 
wife’s home. A little later he was in- 
vited in. Before he left, he had sold 
the lady on booking a major appliance 
for future delivery. 

She had seen that same appliance 
at the store, had had it “talked up” 
to her, but she hadn’t been complete- 
ly sold. At home, where she could 
picture that appliance in her kitchen, 
i sale was easy. An ordinary house 
call probably would not have resulted 
n the sale because the prospect would 
not have been in a receptive mood. 
But, already interested in the power 
mower, she was willing to learn more 
about other appliances at Home Fur 
nishings. 

Such calls do not always result in 
booking orders for large appliances, 
of course. Sometimes, it may _ be 
found that only a couple of small ap 


pliances, such as clectric juicers, mix 
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“lYou Can Afford to Demonstrate 
{Those Small Appliances... 


masters, toasters or electri 


thr profil 


needed. In such casc¢ 
from the call may be slight but a val 
uable contact will be maintained. 
The juicer, toaster or grill that may 
be sold a couple of months later will 
bring further excuse for a visit, with 
additional opportunity for a sale. 

“We do not make these demon 
strations primarily to sell other met 
chandise,” pointed out T. J. King. 
“Essentially they are for the purposc 
of building a list for future sales. W« 
may learn from inquiry that a pros 
pect cannot afford a certain large ap 
pliance she currently needs. W< 
therefore ‘hold off’ and call back sev- 
cral months later.” 

On many calls it is found that no 
major appliances are needed at the 
present time but salesmen are able t 
estimate the age of current appliances 
and judge from their condition 
whether or not thev will need early 
cplacement. At the present time, 
considerable number of appliances 
need to be replaced. 

On these demonstration calls, a 
salesman sometimes finds a range, r¢ 
frigerator or other appliances that 
needs adjustment, 


minor -repair, 01 


(Continued on page 89) 









Classrooms Designed for Seeing 


Coordination of artificial and natural light is an 
important part of the lighting engineer's task. A 


Urim.iIziInG a new 
block, specially 
seating, modern lighting cquipment, 
and specialized paints, Dr. Darell B. 
Harmon, of the Texas State Depart 
ment of Health, has developed four 
model classrooms where correct seat- 
ing and_ glare-free illumination of 
proper intensity, daylight or artificial, 
will not only protect the eyes of stu 
dents even farthest from the window, 
but, in Dr. Harmon's opinion, will 
protect their bodies also by molding 
correct posture. 

Dr. Harmon, a_psychophysiologist 
by training, first became intensely in 
terested in the design of classrooms 
and their equipment when he detect- 
ed permanent body deformation in 
children caused by twisting to avoid 
glare and by attempting to adjust 
their bodies to seating equipment not 
designed to each student’s require- 
ments. He had found that lowering 


prismatic glass 


designed classroom 


*Mr. Wakefield is vice-president of 
the F. W. Wakefield Brass Co., of 
Vermilion, Ohio. 


These photos, showing the front and 
back of the Rosedale School building 
in Austin, Texas, illustrate the dif- 
ference in the conventional school 
building construction (front view) 
and the special type of construction 
developed by Dr. D. B. Harmon to 
improve the lighting in classrooms. 
An important feature of his design is 
the use of a new prismatic glass block 
which directs light to upper walls and 
ceiling. By co-ordinating artificial 
and natural light, Dr. Harmon has 
achieved glare-free conditions. 
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revolutionary classroom 


design is 


described here. 


By T. D. Wakefield* 


the shades or adjusting venetian blinds 
to remove direct glare could bring 
about good daylighting conditions 
near the window. But shading the 
daylight source resulted in inadequate 
light on the side of the room away 
from the windows. ‘Therefore, he 
had made a completely new approach 
in the clementary school at Mexia, 
I'exas. Results obtained there were 
projected into his latest room design 
in the Rosedale School, of Austin, 
Texas. 

This approach, the psychological 
and body mechanics studies of stu- 
dents before and after improved light- 
ing, seating and painting, at Mexia, 
was covered by Dr. Harmon in a 13- 
page article in the Architectural Re- 
cord, February, 1946. 

Highlights of the article include his 
seven year study as to how seeing “in- 
volves complex relationship between 
the eyes and the entire body . . . Light 
is a force that can shape or distort the 


total child, his eyes, his muscles, 
well-being currently or permanent! 
Dr. Harmon’s study shows | 
faulty lighting distorts normal sitt 
position and affects posture and | 
development, and it cites conclusi 
of general health and learning 
provement through better lightin; 
Through the co-operation of 
Owens-Illinois Glass Co., a special gla 
block was utilized at Rosedale. Th 
blocks have light-directional prism 
within the hollow interior which 
duce the brightness of the sun to 
ance with interior brightness b' 
recting light rays across the room at 
an angle from 7 to 28 degrees a 
the horizontal. The glass block « 
struction starts 6 fect from the floor, 
well above the children’s eye level 
ind continues to the ceiling. 
lormerly the student farthest from 
the window reccived one-tenth or less 
light than the student nearest the 
window, a ratio of 1 to 10. Wit 
prismatic brick and the conventional 
windows below them, shielded from 
excessive brightness by venetian 
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blinds, an almost ideal brightness ra- 
tio of 1 to 2 is achieved at Rosedale 
from the outside wall, through the 
room, to the inside walls. 

Dr. Harmon has demonstrated that 
ir ability to see in three dimensions 
ceases at a point where one side of a 
three dimensional object is around six 
times brighter than the other visible 
surface. Light engineers refer to it as 
ratio of 6 to 1.” ‘The ratio of differ- 

¢ established in the Rosedale class- 

om for davlight supplemented with 
tificial lighting is onlv 2 to 1 (three 
times better), and is one-third better 
than the Illuminating Engineering So- 
maximum standards of 3 to 1. 

lor hours of the day or seasons of 

: year when artificial illumination is 
ecessary, Dr. Harmon improved up- 
m accepted lighting engineering 
tandards by installing new fluorescent 


Wakefield to give even lighting 
vels as during full daylight hours, 
vithout glare or shadows. 

In order to get the best position for 
study, fully adjustable seats were 
developed in co-operation with The 
American Seating Company to be 
placed in an unconventional arced 
pattern so that each child received 
proper support and balanced illumina- 
tion to discourage body distortion. 
“Fully adjustable” means that every 





























This photograph is an excellent bit of evidence of the extent to which glare 
has been eliminated in the lighting of the specially designed classrooms of 


the Rosedale School. 


Although the camera is pointed directly toward the 


light source, the sides of the pupils’ faces toward the camera are well lighted. 


indicating that light is well distributed. 


The light desk tops prevents bright- 


ness contrast with work. The brightness ratio from one side of the room to 
the other is 1 to 2, an almost ideal condition—even better than the IES 
maximum standard of 1 to 3. 


seat becomes flexible to the individual 
contour needs of the little students. 


7 a 
| 


The interior construction of the glass brick, venetian blinds, and the lower 


wall is shown here. 


The blocks have light-directional prisms within the 


hollow interior which reduce the brightness of the sun to balance with in- 
terior brightness by directing rays across the room at an angle of 7 to 28 


degrees above the horizontal. 


Since the glass block portion of the wall 


Starts at 6 feet above the floor, the light is directed to the ceiling and the 


opposite wall at a point well above eye level of students. 
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An adjustable working surface on each 
desk brings desk work to exactly the 
right distance and angle for best see- 
ing. 

Desks are of light colored birch to 
avoid contrast with the general light 
colors of the walls. Otherwise, the 
pupil of the eye expands or contracts 
thousands of times daily, with result- 
ant fatigue, as it focuses first on light, 
then dark areas. A cream colored 
asphalt tile floor literally sets the 
theme “from the ground up.” 

A natural question: What does it 
cost to attain this correct seating, 
lighting, and decoration, together with 
their end results of better seeing for 
advancement in studies, improved eye- 
sight, and better posture. In new 
construction, Dr. WHarmon’s cost 
sheets show that $400 more per room 
will cover his improved design. 

No one can estimate the value to 
the community, state or nation of a 
physically strong, mentally alert, and 
well adjusted young citizen. Dr. Har- 
mon does know statistically some re- 
sults of his previous school improve- 
ment program at Mexia. Eye troubles 
were reduced two-thirds, malnutrition 
was reduced by 44%, performance 
in studies improved by more than 
two-thirds. Extend these figures to 
cover a state and the potential im 
provement will sky-rocket to astrono 
mical dimensions. 





37 








Wholesalers’ New Buildings 
Planned for Better Service 


WHEN COUNTER MEN in the big 
new Interstate Electric Company 
warchouse in New Orleans need tre- 
placement counter stock of any line, 
they press a button and speak into an 
intercommunication system outlet. 
Then within minutes, the appliances 
come sliding down a chute that 
stretches from the counter on the 
main floor of the warehouse to the 
fourth floor, with outlets on the sec- 
ond and third floors. 

Quick delivery of appliances needed 
on the floor is only one of the time- 
saving gimmicks built into this new 
warehouse, recently completed in the 
Crescent City. In it, Interstate Elec 
tric Co., appliance wholesaler, has 
constructed many new ways of per- 
forming stock room and_ warehouse 
operations more efficiently. 


f 
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New electrical appliance display room recently completed 
at the block-square South Peters street building into which 
Interstate Electric Co., New Orleans wholesalers, recently 
moved. The appliance display rooms cover a wide area; 
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lor example, an entire carload of 
appliances coming in on the Illinois 
Central railroad spur that reaches out 
to the loading and unloading _plat- 
form of the new Interstate warehouse, 
can be unloaded in two and a half 
to three hours—by only five men. 
Helping to make this possible is a 
platform-and-jack combination system. 
Ihe heavy jacks and lifts can pick up 
an entire platform load of merchan- 
dise and scoot it into the proper sec- 
tion of the mammoth Interstate ware- 
house in minutes. The system works 
much on the order of the “‘pallet sys 
tem” used at modern, mechanized 
ports to load and unload ships. 

Other machinery also helps. ‘There 
are three booster conveyors, two of 
which, being movable, can be shunted 
to any section of the warchouse where 


they are nceded. Several gravity ¢ 
veyors are likewise in usc. 

‘To stack the merchandise more 
ficiently, once it has been stashed 
away in its proper warchouse secti 
another idea is put to use. Ext 
sions that are built down from 
ceilings give plenty of extra room 
storing appliances, and at the 
time leave the floor space open. 

Efficient lighting helps the st 
room men to find needed mer 
dise and rush it down the effi 
four-floor chute. Fluorescents 
used throughout, and they are p 
with an eye to making stock num 
identification easy. 

Altogether this mammoth y 
house operation takes in six “vy 
houses,” all of them connected by 
ter-communication system. 


this part is devoted to fans and other summer appliances. 
Other parts include a series of model rooms set up to dis- 
play overhead lamp fixtures, several model kitchens, wash- 
ers and other major appliances, and minor appliances. 
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WHOLESALE electrical supply deal- 
ys who have been planning postwar 
slant expansion or new buildings may 
vell look to Florida Electric Supply 
xt Tampa, Fla., for ideas and sug- 
estions. The Tampa company’s 
newly completed modern building at 
\lorgan and Platt Streets embraces in 
; design and construction features 
ticularly adapted to its type of 
business. 
(he three owners of Florida Hlec- 
Supply—R. Q. Austin, J. II. 







“TH 


bre Fd Tag ites 












— jragg, and J. A. Meier—planned the 
-_ tcucture on the basis of long exper- 
ae ence in electrical supply wholesaling, 
“ ind as evidence of its ability, they 
Ae ave been unable to find anything 
sealer {ter its completion that should have 





een done differently. Norman Six, 
[ampa architect, was the designer, 
sing the architecture on actual prac- 
tical problems and purposes. 

[he company was organized in 
1941, and when it set out to build 
ffices and warehouses, it listed all 
conceivable requirements. ‘These em 
ied many conveniences that arc 
ften overlooked. They included a 
corner entrance, making the building 
iccessible from two streets; a north 
light for offices; and full view from 
the office of the entrance lobby, all 
parts of the warehouse, and loading 
well. 

[he builders gave particular atten 
tion to the loading well, a traditional 
bottleneck in some plants that can 
slow the entire process of shipping 
and receiving. The indoor ramp type 
loading well here was built at tail gate 
height to put floors of trucks flush 
with the warehouse floor. Instead of 
space for two trucks which normally 
use the loading platform at one time, 
space was provided for three, so that 
two could use it more easily without 
necessity of working in cramped 
quarters. 

Construction is of steel and con- 
crete block with a built-up Gypsum 
insulated roof. The building was laid 
out in a single story to speed move- 
ment between all of its departments. 
Provision was made, however, for later 
expansion with foundations for mez- 
zanines, with seven-foot head room, 
on top of the office and lobby, extend- 
ing along the north side of the build- 
ing, and also along the south side of 
the warehouse. 

Building measurements are 110 by 
120 feet, providing 13,200 square fect 
of storage space, and the mezzanines 
will add another 6,600 feet. 

Entrance at the corner is into a 
modern lobby of 30 by 30 feet, and Florida Electric Supply Company of Tampa is among the southern elec- 


directly i trical supply firms who have recently moved into modern new buildings 
y beties the lobby on the north especially designed for wholesale service. At the top and center are views 


oe the office of the — size, eD- of the well-lighted offices and lobby. The lower photo shows warehouse 
closed with glass paneling. The facilities including the modern indoor ramp type loading well at the right. 
(Continued on page 87) Glass-paneled office can be seen in background. 
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Radical Motor Design 
Reduces Size and Weight 


AN ENTIRELY NEW TYPE of electric 
motor designated as the Axial Air-Gap 
has been introduced by I‘airbanks, 
Morse & Co., representing one of the 
most radical departures in motor de- 
sign since the introduction of electric 
motors. 

Principles of the axial air-gap motor 
are revolutionary. It is distinguished 
by the fact that the magnetic lines 
of force follow a path parallel to the 
shaft (or axis of rotation) as compared 
to a radial path taken by the magnetic 
flux in the so-called conventional mo 
tor. 

This new line of motors ranging in 
size from 1/3 to 10 horsepower is suit- 
able for horizontal or vertical flange 
mounting, or on an angle base for belt 
drive. 

The outstanding features are space 
and weight reduction, the new motor 
being less than half the size of the 
conventional type motor and weighing 
less by approximately 30 per cent, vet 
retaining all the necessary characteris- 
tics of sturdiness and power require- 
ments. 

Other unique features, in addition 
to its improved appearance, are thc 
simplicity and speed with which this 
motor can be inspected, cleaned and 
lubricated; a cooler rotor; much great- 
er acceptability as flange-mountcd 
motor with less overhang for unlimit- 
ed machine application. 

Machine designers are cnthusiastic 
over this new motor because it is par- 
ticularly adaptable to mounting on 
machine tools, gear units and other 
machines where compactness and a 
streamlined appearance are essential 
factors. 

The axial air gap motor has a num- 
ber of features quite different from 
conventional motors. The first and 
most outstanding factor is the reduc- 
tion in size. The length is approxi- 
mately one-half that of the conven- 
tional motor with a diameter from onc 
to two inches larger. 

There is a substantial reduction in 
weight of the axial air gap motor. In 
general this reduction averages on the 
order of 30% and is principally duc to 
the large area of corner waste in the 
conventional motor lamination. About 
the only waste of core steel in thc 
axial air gap motor is the material that 
is punched out to form the stator and 
rotor slots. 
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The axial air gap motor is easy to 
cool and ventilate. The rotor diame 
ter is large, fans are cast integral with 
the spider and most of the coil ex- 
tensions are on the outside where a 
large volume of air flows over them. 
It is almost an axiom among motor 





Some idea of the tremendous re- 

duction in size and weight of the 

axial air-gap motor is to be ob- 

tained from its comparison with a 

conventional type motor. Shown 

here are 5 hp, 1800 rpm motors 
of the two types. 


This view of an axial air-gap motor disassembled shows the revolutionary 
It is particularly advantageous for flange mounting. 


design features, 





designers that if the rotor of a1 
is cool, the rest of the motor will 
The rotor, fully exposed to \ 
offers no problem in 


cool. 
tilation, 
axial air gap motor. 


The axial air gap motor is prima 
ga} ] 

a flange mounted machine suitab 

for either horizontal or vertical « 


tion. ‘The motor itself is the 
whether used horizontally or vc 


Only the cover is changed. As a f 


mounted motor it 1s superior 

ventional construction. It has 
less overhang. ‘Ihe frame and 
ing supports 
result that the accuracy of th 


such as face runout, concentricit 
etc., Ca 
limits thai 


diameter, shaft runout, 


held to much ‘closer 


the case where the flange and su; 


ing members are asscmbled of 
parts. This is particularly imp 
in gear motors and other dire 
plications where accuracy is es 


For chain, belt, or V-Belt dri 


sliding base is gencrallv used 
conventional 
adjustment. 


motor this is 


motor to provid 
With the axial a 
accomplished by 


a pivot base having‘a three point 


is adjust 


+ 


pension. Belt tension 
about th 


pivoting the motot 
supporting screw. 


machinery can often apply th 


air gap motor with belt drive b 
(Continued on page 88 





typical application being shown below for a lathe. 
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Prefabricated Wiring Systems 


Wide variation in local electrical codes has presented a 
difficult problem to the manufacturers of prefabricated 


houses in this country. 


Here are suggestions from a 


well-known authority on how to remedy this situation. 


He 1947 NartonaL Electrical 
Code states that only wiring methods 
cognized in the Code shall be usec 
| prefabricated building sections, pa- 
nels or units designed for later erec- 
m as parts of buildings. The various 
provisions of the Code apply for the 
vpe of wiring method used and the 
type of construction employed. 
rhis means that the average small 
velling requires a light and switch 
for each room, with convenience out- 
for each 20 linear feet of gros: 
ll length. The convenience outlcts 
erving the kitchen, dining room, 
breakfast room, pantry and laundr 
must be supplied by No. 12. wirc 
which must not serve any other out- 
Other convenience outlets and 
ghts may be supplied by No. 14 wire 
\ branch light circuit is recommend 
ed for each 500 square feet of floor 
i, but feeders and branch circuits 
must, m any event, be sufficient to 
pply two watts per square foot plus 
500 watts for the appliance circuit. 


} 


lhe range and water heater will us 


add 8,000 and 2,000 watts, 
pectively, to this total. 

he service supply must be at Icast 

No. 8 wire wit’) a 30-ampere main 


switch. calities require thre 
ire services . 1d 60-ampere main 
witch is a neccssity for all but the 
mallest of equipment. For instance, 
he minimum demand for an 800 
quare-foot house 1500-watt 
iter heater and no range would b< 
mind 25 amperes on a_ three-wirc 
crvice, with the water heater load 
balanced across the 230-volt conduc- 
tors. A minimum of three circuits arc 
required—two for lighting and one for 
small appliances. A separate circuit 
generally considered desirable for 
the heating system. Additional cir- 
cuits may be necessary if water heat- 
crs, pumps, ranges or other equipment 
are installed. 
While the National Electrical Code 
recognizes many wiring methods, 
some localities will not recognize 


Many 


with a 





“Mr. Brooks is principal electrical 
engineer for the National Housing 
Agency, Washington, D. C. 
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By Jefferson D. Brooks* 


“knob and tube” wiring or “non-mc 
tallic sheathed cable” wiring; and a 
few localities prohibit “armored cabk 
“metal molding” wiring and 
metallic tubing,”’ 
which is similar to “rigid steel con 
duit” except for thinner walls. Some 
localities have special rules regarding 
installation methods and arrangement 
of circuit and grounding conductors. 
Nearly all localities have strict rules 
regarding covcring up the wiring be- 
fore inspection, including portions of 
the system that may be factorv install 


cd. 


wiring,” 


cven “‘clectrical 


Manufacturers’ Problem Is 
Extremely Difficult 

These facts, together with the un 
certainty of obtaining the specific 
materials required in sufficient quan- 
tities, make it exceedingly difficult for 
a manufacturer to anticipate his mate- 
rial requirements and work out a svs- 
tem of prefabrication that will mect 
local code requirements. Reasonable 
uniformity in local codes would permit 
him to purchase suitable supplies and 
manufacture a wiring h mness and out 
let assembly which would effect con 
siderable material 
without necessarily reducing the profit 
to the local contractor. 

Such equipment could be standard 
ized to the extent of sccuring an adc 
quate number of outlets with amp 
service equipment, which would also 
help the sale of appliances. Outlet 
boxes and conduits could be installed 
in the wall pancls by the panel manu- 
facturer, ready to reccive the harness 
which would be locallv installed. The 
harness could be stocked by local 
wholesalers and contractors. No un- 
usual inspection problems would be 
presented. 

Although the wall panels are pretts 
well standardized and the small 
houses do not varv greatly in size, the 
electrical system is still “tailor-made” 
to meet varving local requirements. 
This results in thousands of items be- 
ing stocked individually by wholesalers 


savings on costs, 


and contractors at greatly increased 
overhead and investment. The as 
sembly of these items frequently gives 
rise to expensive controversy invol\ 
ing builders, owners, wholesalers and 
inspectors, all of which would be eli- 
minated if the assembly were factory- 
made and labeled as being acceptable 


by a nationally recognized testing 
laboratory. 
One approach to the problem 


would be for the inspection bodies to 
accept all of the wiring methods re 
cognized in the National Electrical 
Code for single family houses. This 
would enable the manufacturers to 
delevop several types of equipment to 
meet nearly all conditions and to de 
liver a packaged wiring system to the 
contractor for sale and_ installation, 
just as he buys a range, water heater, 
radio or switchboard. 

The advantages are obvious: short- 
ages of material would disappear; in- 
stallation time would be _ lessened; 
prices would be lower and more bus- 
iness would result, with less overhead. 
The automobile industry has proved 
this to the extent that such systems 
are universally cmploved in automo 
bile wiring. None of the local inspec 
tion authorities has found it necessar 
to prohibit the wiring methods so 
developed. Christmas-tree lighting is 
another example of improved wiring 
at lower cost, without loss of profit 
to the dealer. 

Experience With Partially 
Prefabricated Wiring 

Partially fabricated wiring “pack- 
ages” have been used on a few projects 
where the contractor knew in advance 
how many houses he would erect in 
a given locality and what the local 
rules permitted in the way of wiring 
methods. This volume was not large 
cnough to permit a complete servicc 
by manufacturers, on a competitive 
basis and, of course, was not extensive 
enough to justify comprehensive in- 
struction of the trade in the use of 
the package. Development costs ne- 
cessarily are spread over a relatively 
small volume of sales where the prod- 
uct is restricted to a specific locality. 
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The purpose here is not to advocate 
standardization for the mere sake of 
standardization, nor is it intended that 
we be regimented into a single meth- 
od of doing things. It is to point out 
that uniformity in minimum perform- 
ance requirements for the various 
town, county and state electrical wir- 
ing codes seems to be far preferable to 
extensive detailed specifications which 
accomplish nothing more than to add 
to the already high cost of bringing 
electric light into the home. 

The National Electrical Code is 
an approved American Standard. 
Standards may be raised or lowered by 
the people themselves; but once estab- 
lished and nationally recognized, selec- 
tive local application should not be 
made to the extent that free flow of 
trade is hampered and costs are dou- 
bled and trebled. 

Similar action on the part of the 
producers would probably be consid 
ered worthy of prosecution and pun 
ishment, while local authorities under 
the guise of protecting life and prop- 
erty frequently cause just as much 
trouble and expense by their require- 
ments. 

For instance, supply houses locat- 
ed ‘in the District of Columbia must 
sell entirely different items of material 
for comparable installations in Wash- 
ington, D. C., and the nearby towns 
in Maryland and Virginia. Such items 
as main switches, fuses and wire for 
an electric range are entirely different 
in houses located within a fraction of 
a mile of cach other. Is this what 
we really want?) Or can we learn a 
lesson from the telephone equipment 
manufacturers? 


British Experinece With 
Prefabricated Wiring 

Perhaps we can learn a good deal 
from British experience in this matter 
of wiring prefabricated houses. ‘To 
meet the demand for a quicklv install 
ed wiring svstem for use with prefabri 
cated houses, England has what they 
term a prefabricated wiring system. In 
this system, all wires are cut to pron 
er lengths in the factory, the fittings 
connected and all the wires connected 
to a central box. ‘This system is cali 
ed “The Octopus System” and was 
developed by Hartley and Company 
in London. 

The heart of the system is the ter- 
minal box. This consists of an alum 
inum box two inches deep and nine 
inches square. This box houses con 
nectors and bonding strips for the ca- 
bles which feed the various outlets 
The cables are insulated wires with 
phosphor bronze braiding overall for 
protection and grounding. Separate 
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cables are run to each outlet and 
switch. Inter-connection is made in 
the central junction box. An eight- 
light unit would require outgoing ca- 
bles for each light, switch and recep 
tacle. ‘The box could accommodate 
about 50 cables, or more. 

At the far end of each radial cable 
a light pressed steel circular box is fas 
tened, having a mounting flange, an 
Edison screw type lampholder and a 
finish plate or ring. ‘The unit is at- 
tached to the studs or joists to bring 
the box flush with the finished wall 
or ceiling. Finally the outlet is finish. 
ed with the device plate. The lamp- 
holder is in the outlet box, above the 
ceiling finish line. By removing the 
finish plate, the lampholder can be 
changed. An adapter is available for 
pendant fixtures or for attaching glass 
ware directly at the ceiling. Cables 
may be replaced, if necessary. Fix 
tures may be changed without disturb 
ing the wire connections. 

Pull cord ceiling switches, mounted 
adjacent to the doors leading into the 
rooms, are widely used. The switch 
is a semirotary tvpe, mounted similar- 
ly to the lighting outlet, and recess: 
ed into the cciling. Where wall 
switches are provided the cable is fed 
down through a conduit, and in this 
case, the switch is connected to the 
cable by the installer. 

For a bungalow, only onc Octopus 
unit is required, but a larger hous« 
may require a ceiling junction box on 
each floor for lighting, with all recep 
tacles connected to the lower floor 
junction box. Receptacles are som 
times supplied for a “Ring Main” sys 
tem on each floor, with a special tap 
ping device and fuse at each outlet. 

Two sizes of fuses are used: 5 am- 


ht FRIENDLY 
Unpey APPLIANCE STORES inc 





“Oh, come now, Wiggins, you can 


smile, can’t you?” 





“What do you know — no littl 
man!” 


peres for lighting and 15 amperes 
receptacles. Lighting cables are t] 
strands .029 in., and receptacle ca 
ire threc strands .036 in. The ¢ 
mon neutral is employed for two 
cuits, using seven strands .029 in 
the neutral conductor. Lighting 
have a cross-sectional area of .00 
sq. in. and receptacle wires arc 
sq. in., as compared with No. 14 |! 
ing .0032 sq. in. and No. 12 ha 
0051 sq. in. The English system 
templates twelve or fourteen out 
per house as compared with a Nat 
al Electrical Code standard inst 
tion of about thirty outlets. 

Where electric ranges and 
heaters are installed, the service eqt 
ment is located in the kitchen wall 
fuses are provided it his cabinet \ 
circuits run in mult vire cable t 
ceiling junction bc :s, for light 
The ceiling juncti box serve 
service equipment where kitchen | 
cr is not required. The kitchen 
trol unit includes at least one 5 
pere lighting circuit, one 30 am} 
range circuit and four 15 amper 
cuits for water heater, wash bo 
refrigerator and convenience out! 
Obviously, receptacles are not pro' 
ed for each 20 linear feet of wall, 1 
are the circuits wired with No. 12 « 
ductors. 

It is claimed that an electrician 
helper can wire a standard two-st 
house, using the Octopus system, 

a single eight-hour day. Possibility 
poor workmanship in making spl 
is eliminated, since most of the c 
nections are made at the factory, un 


> 


der supervision, and are tested. The 


only connections made at the job si! 
are those at the supply side of the co 
trol unit. 
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Lighting for Appliance Sales 


\N  uNUSUAL combination _ retail 

: lighting system, designed “to do 
oth a store lighting and exterior dis- 
job,” was installed recently in 
new Seidel Home Appliance store 
3524 Washington Avenue, St. 
is, by ’'remder Electric Company, 


= 


St. Louis electrical contractors spe- 


‘ing in commercial lighting 

\VWhen I was called in to consult 
1c job, I found that the store had 
jusual problem,’’ Adolph Frem 
er, head of the firm and a veteran of 
25 years of experience in commercial 
ting, pointed out. ‘The two-story 
ince store is built on a ‘Y’ in- 
tion which is the main traffic 
ng for cross-town and downtown 
- with something like 2000 auto 
per hour passing. It is also 
center of the theatre, restau- 
physician and dentist-office dis- 
with resulting heavy traffic on 
The company had invested up 
of $100,000 in the new Seidel 
carrying retail appliances, heat 
equipment, radios, records, etc., 
vas depending on ‘stopping traf- 
for most of its customers. There 
1 parking lot had been purchased 
comodate up to fifty automo 
solving the usual no-parking 
em in such a congested district.” 
Naturally, this indicated a need for 
ffic-stopping displays, and_ th« 
ling was constructed with 8 large 
windows behind which no 
ups of any kind are used. ‘This 
it possible to sec most of th« 
interior at a glance even whiz 
by at high speed. Since a larg: 
of the traffic is concentrated in 
vening hours, and the. stor 
s on doing much of its selling 
dark, lighting which would com 
with theatre signs, Times Squarc 
of action signs put up by utili 

, dairies, etc., was necessary.” 


>t 


Problem of Competing Signs 
Working on this problem involved 
many considerations, according to Mr. 
1 der, who measured the amount 
f light radiating from the ““compet- 
ng signs,” other display windows, 
a +, under direction of Gilbert Seidel. 
lead of the appliance firm. 
Onginally, it had been intended 
to merely install sufficient daylight 


that of surrounding stores, but upon 
testing this idea it was found that a 
peculiar result was noticeable. Large 
masses of all-white major home ap 
pliances such as refrigerators, home 
freezers, ranges, washing machines, 
ctc., under ordinary fluorescent illu 
mination tended to appear as a “white 
mass” with no distinction between 
one appliance and another, when 
viewed from an automobile on the 
street outside. 

“This is the first mass-display ap 
pliance store to be built in St. Louis 
under such traffic conditions,” Mr. 
Iremder said, “So therefore we had 
very little precedence. Normal 50 
foot-candle fluorescent lighting was 
attractive, but not sufficiently so to 
be outstanding in the center of so 
many other signs and theatre marques 
bidding for attention. What the Sci 
del store wanted was some form of 
lighting which would not only at 
tract the passing motorist’s eve, but 
which would Icad him to recogniz« 
separately the various home applian 
ces carried in stock and on display in 
side. ‘The store carries garbage dis 
posal equipment, clectric dishwashers, 
sinks, cabinets, heating equipment, 
sewing machines, and so on, which 


are all important from a recognition 
standpoint.” 

Testing various types of fluorescent 
light, and then similarly cxperiment 
ing with straight incandescent, cold- 
cathode, ctc., Mr. Fremder and the 
Scidel management hit upon the idea 
of combining the two—utilizing in- 
candescent light to ‘spot’ particular- 





Individual pieces of equipment are 

highlighted by these’ swivel type 

floodlights. The lights are shield- 

ed from view by the air condition- 

ing ducts above the front show 
windows. 





Located on a busy thoroughfare with considerable night-time traffic, the 
problem of lighting this appliance store was how to make it possible for 
the passerby to see the displays clearly in a fraction of a minute, 


luorescent lamps to produce an over- 
foot-candle reading higher than 
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An extra “pool of light”? was created immediately behind the show windows 


by this extra bank of fluorescent 


fixtures 


and swivel type floodlights. 


Shielded by the air conditioning duct, these units provide 75 foot-candles 
and give the display windows a real “stand out” effect. 


ly this appliance and that while fluore- 
scent lighting provided general over- 
all lighting. 

A mockup system consisting of two 
fluorescent fixtures and two incande- 
scent spots was built and tested in the 
store window, with checks from across 
the street. 

“We proved without doubt that 
while neither incandescent or fluorc- 
scent was enough in its own right, 
the combination would attract plenty 
of attention and permit the focussing 
vision needed to emphasize applian- 
ces,” Gilbert Seidel manager, said. 
“Though of course it isn’t possible to 
read brand names, etc., from across 
the street, appliances can be quickly 
identified under spotlights, which is 
what we aimed for.” 

The system which Mr. Fremdcr 
developed has a total connected load 
of 32,000 watts over 5,000 square fect 
of selling space on the first floor, and 
4500 square feet on the second floor, 
which is office space. 

On the first floor, combined in- 
candescent spots and fluorescent fix- 
tures “‘tied together” average better 
than 60 foot-candles at all points. A 
total of 122 fourlamp 40-watt fluorc- 
scent fixtures are used through the 
building, with 35 150-watt spotlight 
on the first floor. Fluorescent fix- 
tures are standard glass sealed four 
foot units with louver bottoms. 

In designing the lighting layout for 
the first floor a series of ten-foot bavs, 
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running across the width of the build 
ing, and formed by dropped beams 
and air conditioning ducts, was utiliz 
ed. In each bay there are six fluore 
scent fixtures, composing three light 
ing units by “tying together” two 
fluorescent units. At the front of the 
bay, cleverly concealed from street 
view, are three 150-watt spots, all swi- 
vel angle sockets, completely adjust- 
able with a ball swivel basc, and with 
lamps and base in one piece. ‘These 
may be easily moved to direct incan- 
descent light in any direction through 
use of a tall ladder, providing “pools 
of light” separately for emphasized 
displav. 

The ball swivel spots are installed 
on a four inch cover, and making a 
series of independent sources of light. 
can be used to separately illuminatc 
staggered or separated displays 
through the entire first floor. No 
spots are visible from the front of the 
store, a fact which has created much 
faverable comment. 

In addition to the bay fluoresccnt 
fixtures, Fremder Electric Company 
determined upon a “flood of light” 
directly behind the windows for thic 
highest intensity in the store. ‘This 
was accomplished by angle-lighting 
the first six feet from the window by 
means of 18 fluorescent lamps in a 
channel fixture directly over the inside 
top of the windows. These provide 
light outside on the walk, and a 
bright store face outshines even 4500 


bulb signs in the immediate area. 

Two circuits, both controlled from 
a center panel. board, were installed 
to accomodate the incandescent-fluo 
rescent installation. Both circuits ar 
separately switched, to permit tum. 
ing off the spots for adjusting wher 
new displays are built. At late night, 
the spots alone can be left on to 
a striking appearance with white 
pliance fronts looming up in thc 
store. Many other cffects wil 
worked out later. 

“The idea, of course, is that 
store will attract attention from hom 
ward bound motorists who will 1 
in the evening, park on the lot 
come in for appliance buying,” \bh 
Fremder summed up. “The du 
lighting has proved ideal for 

In addition to the lighting job, 
Fremder installed 600-ampei 
phase service for the 45-ton ail 
tioning system installed in the 
ing, and eight circuits for signs 
the building. 


More Light Available 
From Slimline Lamps 


Wir §ExTENSION — laboratory 
ficld researches just complcted, 
Lamp Department of General E!] 
tric Company has announced that the 
operating range of its slimline lamps 
extended to 300 milliam 
rated lamp 


has been 
peres, with no change in 
life. 

These long, thin flourescent lamps 
ranging up to § feet in length—pre 
viously had a current range of 100 t 
200 milliamperes. The extended cur 
rent range applies to all G-F slimlin 
lamps now in stock, the announc 
ment stated. 

By increasing the current rating ot 
the lamps, more light per foot 
obtained. According to General Elec 
tric lighting specialists, operation ot 
the slimline lamps at the higher cur 
rent ratings will be found particular) 
applicable for industrial and commcet- 
cial lighting fixtures, and in show 
cases, wall cases, show window light 
ing wherever high light output pet 
foot of lamp is paramount. 

The lamps have already become cx- 
tremely popular at the low current 
ratings in hundreds of installations al 
ready in operation in food, drug and 
department stores, in offices, auto 
mobile showrooms, beauty parlors and 
flower shops. 

In order to put more 
through the slimline lamps, it is n 
cessary to use ballasts made especiall\ 
for this higher rating. 


current 
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Dallas Sets a Record 
In Certified Wiring 


\WARD OF THE LARGEST group of 
idequate wiring certificates to any 
residential project in the United 
States was announced recently for thic 
Dallas, ‘Texas, Wynnewood Addition 

J. L. McClure, chairman of thi 
Dallas adequate wiring committec. 

Presentation of 133 certificates for 
; many homes in the Wynnewood 
\ddition was made to Angus G. Wyn- 

Jr., president of the American 
Realty Company, developers 

? Wynnewood, by Mr. McClure on 
chalf of the committec. 

[he award means that the Wynne- 

yd project has met standards of ad- 
quacy in wiring, and further certi 
ficates will be granted as they are re- 

ved by the committee, according 
‘9 McClure. Wynnewood now has 
truction contracts under way for 
65 homes in the 2,200-home dc 
ypment,, and already has com- 
picted more than the 133 homes for 
hich certificates have been granted. 


II nie 


Ihe Wynnewood award is the 
gest single presentation ever made 
ty any project in the nation by any 
idequate wiring organization,” Mr. 
McClure asserted, “‘and we are doubly 
proud that this first distinction gocs 
toa Dallas development.” Wynne 


* 
7a 


0d generally is regarded as the most 


‘ANOTHER 
+ 








i q 
RADIO REPAIRS | 


34 




















“Maybe you can fix this micro- 
phone ... it keeps talking back!” 


sizcable integrated residential develop 
ment in the nation with plans calling 
for 1,000 apartment units and a 20 
acre shopping center in addition to 
the 2,200 homes. 

The Dallas adequate wiring com 
mittee is composed of McClure; IH. 
M. Walne, secretary-treasurer; ‘T’. M. 
Schrock, Percy Rawlinson, R. L. 
Snodgrass, Porter Lindsley, Jr., J. 
I’. Schwegmann, Houston B. Wat- 
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Certificates “aplenty” greeted Angus G. Wynne, Jr., seated, as the Dallas 
Adequate Wiring Committee certified the entire Wynnewood residential 
development as meeting the electrical industry’s standards of adequacy. The 
initial award of 133 certificates, largest group ever granted any housing 
development by any wiring committee in the nation, was made by, left to 
right, T. P. Evans, field representative of the Committee; J. L. McClure. 
chairman and electrical contractor; and Harold E. Harman, another elec- 


\rieal econtrator, all of Dallas. 


Wynne is president of American Home 


Realty Company, owners and developers of Wynnewood. 
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son, M. D. Darrah, R. B. Allen, Jack 
Smith, and P. N. Vinther. Field rep. 
resentative is T’. P. Evans. 

Each certificate, which will in turn 
be given individual home owners by 
Wynne, states that the home has ad- 
equate and flexible wiring installation 
designed for electrical living which as- 
sures a full measure of convenience, 
comfort and cconomy. It provides 
for present and future electrical needs, 
expansion at minimum cost, full ef- 
ficiency from lighting equipment and 
maximum flexibility in the use of por- 
table lamps and appliances. ‘The 
certificate further states that the 
home builder has complied with the 
clectrical industry wiring standards 


Davison’s Plans 
One-Man Survey 


Bevievinc that many customers do 
not know just what is available in 
home appliances at this time, Davison- 
Paxon Company, a large department 
store in Atlanta, Georgia, is beginning 
a one-man house-to-house campaign 
to determine the needs and wants of 
prospective customers. 

This campaign will begin with a 
select list of prospects to be followed 
later by a possible all-out campaign 
in the Atlanta area. The salesman 
will call on each prospect on the list, 
noting what is wanted, answering any 
questions about the various appliances 
available today, etc. Then a mailing 
piece of literature advertising one in 
dividual appliance will be scnt to this 
group. ‘Ihe sale:man will follow this 
up within a week, taking orders where 
possible and giving talks to 
others on his list. 

Later, a telephone campaign will 
be started advising the prospect of the 
many appliances available. 

Judson Draper, buyer for Davison 
Paxon, said, “From the results of this 
one-man campaign, we will be able 
to organize our outside selling force, 
and at the same time, gather valuable 
information as to the appliance mar- 
ket in this area. It is our tentative 
plan to organize four sale’ teams, cach 
consisting of four or five persons with 
a supervisor over each team. ‘Thi 
four teams will be assigned to cover 
a certain district in much the same 
way aS our Onc-man Campaign is to 
be done. 

“In this way,” said Mr. Draper, 
“we will be able to give the best 
coverage of the prospective market 
and, at the same time, acquaint the 
housewives in this area with all the 
time and labor saving devices the clec- 
trical industry has made available. 


sales 
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WITH UNCERTAINTIES as to tax and 
labor legislation about over, business 
and industry face the task of adjusting 
themselves to the conditions resulting 
from government action and lack of 
action. ‘This in itself calls for vision 
and resourcefulness. In addition, Am 
erican business now must concern it 
self as never before in matters of in 
ternational import. With labor and 
tax legislation out of the way until the 
next session of Congress, the prob 
lems involved in the world situation 
are slated for chief attention. 

General Marshall’s speech at the 
Harvard commencement exercises in- 
dicates clearly that an all-out effort 
is under way to get the world on its 
feet. When consideration also is giv- 
en to utterances of the President on 
the subject; to the proposal of Sen. 
Vandenberg to expand bi-partisan co 
operation by setting up an advisory 
council of top-flight men and to what 
has been said on the subject on the 
floor of Congress; there is reason to 
believe that American efforts will be 
concentrated on fundamentals and 
not wasted on piecemeal endeavors. 

Were it not for the unprecedented 
volume of exports, agricultural prices 
in this country even now would be at 
a demoralizing level. ‘lhe same situa 
tion would prevail in certain of the 
industries engaged in the manufacture 
of non-durable goods. There would 
be widespread unemployment. 

Buying power must be built up in 
other countries to insure high-level 
employment in this country. There 
is no disposition on the part of the 
administration to confine cfforts to 
the reconstruction of western Europe, 
but the chances are better for carly 
results in that area. If the retarding 
effect of trade barriers could be re- 
moved recovery would be stimulated 
greatly. 

The proposed “United States of 
Europe” has the backing of leaders in 
both parties here as it has in the 
United Kingdom. It is apparent from 
General Marshall’s speech that future 
aid will be conditioned upon obvious 


46 


lapitol Comment 


By Paul Wooton 
Business Press News Bureau 
Washington news with a business 
slant from the viewpoint of the 
business and trade press. 


steps that other countries should take 
to help themselves. Removal of bar- 
riers to trade is one of them. 

Developments in international rela 
tionships from this time forward are 
certain to be of many times greater 
interest to American business than 
ever before. 

As General Marshall’s thinking be 
comes better known, the conviction 
is growing that his policies and atti 
tudes are those of a rcal statesman. He 
is interested in something more con 
structive than making faces at the 
Russians. 

Effect of Tax Veto 

In vetoing the tax bill the President 
hurt himself politically, most observ 
ers believe. The political effect of his 
action, however, will depend in part 
upon developments. If there should 
be a recession, the $4,000,000,000 will 
not be in the hands of consumers to 
cushion the decline. If prices remain 
at high levels it will tend toward justi 
fying the President’s action. 


Consumer Credit 


Congress has had a hard time mak- 
ing up its mind as to what to do 
in the matter of regulating consum- 
cr credit. If restrictions on install- 
ment sales are removed and prices go 
up as a consequence, the consumers 
will blame Congress. ‘The situation 
is one in which the legislative branch 
has to take the full responsibility. 

The lederal Reserve has been regu- 
lating consumer credit by virtue of an 
exccutive order based on the Trading 
with the Enemy Act. Obviously such 
a basis no longer can be justified. The 
President has served notice that the 
executive order is to be withdrawn. 

Controls over consumer credit will 
lapse if the Congress does not provide 
statutory authority for continuing this 
tvpe of regulation. It now is apparent 
that Congress will not act despite the 
misgivings of some members. 

Under its statute the Federal Re- 
serve is supposed to regulate credit in 
the interests of commerce, industry 
and agriculture. ‘The board is em- 


powered to do this by regulating th 
supply of credit and its price. ‘Ih 
price of credit is the interest rate. 

Obviously the Federal Reserve 
handicaped in regulating the pricc 
credit. It has no desire to incre: 
the interest on the huge war-born 
debt. It would not be effective if it 
did. Likewise it does not want 
tighten the supply of credit. That 
would make it difficult for the Tre 
ury to refinance its debt, some port 
of which is maturing every mon 
‘he main reason, however, is that 
would not stop credit expansion. <A 
it would do would be to raise the 
of refinancing. 

Is there too much consumer cr¢ 
President Truman says his Counc 
Economic Advisers tells him tha 
the case. The fear is that the « 
try is using up its credit reserve 
buy presently-produced goods.  ‘[! 
White House and its advisers 
prices cut so that the present out 


} 


can be absorbed out of present 
ings, without borrowing. ‘The fig 
show, however, that consumer 
has expanded to an all-time high t 

lhe Commerce Department | 
out that individual incomes and 
prices of goods are much higher 
prewar. Hence, the department 
fers, a comparison of the dolla1 
of consumer credit currently outsta 
ing, with the prewar peak, is n 
badly out of line as would at first 
pear. 


Labor Leaders Upset 


The outcry from labor leader: 
to have been expected. No g1 
ever gives up an advantage without 
struggle. ‘The Congressional Re 
covering the debate on the Shem 
anti-trust act in 1889 is filled with « 
predictions as to what would hap; 
Statements made then by indust 
leaders were as extreme as present 
characterization of a mild labo1 
sure as a slave bill. 


Labor leaders argue that industri 
has a great advantage in normal ti 
in that management can halt its 
erations at any time and stop the 
of all employees. Wage earners 
not in a position to go without | 
for as long a period as managem 
can continue a lock out. 

Even if this is true, it is diffic 
to understand why that fact should 
prevent the coupling of some degre 
of responsibility with the power t1 
unions now possess. Some legislators 
feel that the chief shortcoming of th 
present bill is its failure to provide fot 
compulsory arbitration when a_ stop 
page is threatened in an activity that 

(Continued on page 86) 
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A 48-page manual on seiling and installing Bar-Brook 
Breezebuilder® Attic Fans is just off the press. It is 
richly colored and profusely illustrated and is the 
most complete manual on attic fans ever published. 
This is only one of the many aids offered Bar-Brook 
Dealers in a well rounded advertising 
and merchandising program. A re- 
quest on your letterhead will bring 
your copy of this manual and an out- 
line of the profitable Bar-Brook 
Dealer Plan. 

BAR-BROOK 

BREEZEBUILDER* ATTIC FANS 











pune = 


@ A WINDOW FAN WITH COMPLETE 
ADAPTABILITY; ideal for homes, 
apartments, offices; plugs in any 110- 
Volt AC outlet; complete with 11’ cord. 


@ PACKAGE UNIT SALES; sells in carry- 


home cardboard carton; no installation 
or follow-up worries. 


@ EASY TO SELL; customers know and 


want the Windo-Wind*; Bar-Brook 
offers a complete advertising and mer- 
chandising program for your assistance. 


@ QUICK INSTALLATION; installed in 


average window in 3 minutes using only 
a screwdriver; can be used on stand or 
permanently mounted on wall or ceiling. 


@ DEPENDABLE PERFORMANCE; quiet, 


smooth operation; 2-speed switch; de- 
signed for dependable, trouble-free 
performance. 


@ ATTRACTIVE APPEARANCE; stream- 


lined and compact; only 512” thick, 30” 
square; durable ivory enamel finish. 
Optional Metal Louver Grill adds dis- 
tinction and safety. 


@ EXCELLENT CONSTRUCTION; weld- 


ed all-steel case; ingenious rubber 
mounting eliminates belts and pulleys. 


The Bar-Brook Windo-Wind*, the truly 
functional window fan, is an established 
profit-maker. Assure your customers 
comfort cooling, assure yourself steady 
profit—inquire about the Windo-Wind 
today! 


BAR-BROOK FANS 


Trade Mark 


(eth BROOK) 


BAR-BROOK MFG. CO., INC. 


(Formerly Shreveport Engineering Company) 


1553 Texas Avenue. ...Shreveport, La., U.S. A. 
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Farm Training Program 
Announced by EEI 


A TRAINING PROGRAM in farm elec- 
trification, especially prepared to 
give agricultural extension agents, ag- 
ricultural teachers and rural clectric 
service organization personnel, prac- 
tical information about profitable 
uses of electrical service on the farm, 
has just been released by the Fdison 
Electric Institute, Grover C. Neff, 
president of the Institute, has an- 
nounced. 

“As we near the completion of the 
big job of building rural electric lines, 
more and more farmers are raising 
questions as to how electricity can 
best be employed in their farm opera 
tions,” Mr. Neff explained. ‘This 
course,” he said, “is designed to sup- 
ply the leaders with practical data on 
farm electrification necded to answer 
the farmers’ specific questions.” 

The Institute’s training program, 
as presented in a comprehensive man- 
ual, consists of two days of instruc 
tion. A complete schedule, with a 
detailed outline of the subjects  re- 
commended, and ample _ reference 
material for the guidance of those 
preparing the course, is included in 
the manual. 

“Local conditions may, in 
cases, warrant a more extended course, 
and the KEI program is adapted for 
rcady expansion to a greater length, 
if desired,” Mr. Neff said. 

“The training courses using this 
program,” he continued, “are expect- 
cd to be arranged either on a state- 
wide or a county-wide basis.” It is 
expected that the courses will be held 
at agricultural colleges and experiment 
stations, where suitable facilities are 
available, and will be sponsored joint- 
ly by the colleges, agricultural agen- 
cies, rural electric co-operatives, power 
companies and others. 

Among the subjects included in 
the Institute’s program are: the pres- 
ent status. of farm electrification; basic 
fundamentals: of clectricity;.. wiring 
and re-wiring for the farm; lighting; 
water systems; home appliances; clec- 
tric tates; freezing cquipment, clec- 
trical equipment for poultry and 


some 
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OF THE INDUSTRY. 


egg production, dairying and feed and 
crop processing; and clectric motors. 
The manual presents detailed infor- 
mation on many of these subjects, 
and a list of additional pertinent ref 
erences is ‘srovided to aid those teach- 
‘ng the course. 


Commercial Market Report 
Emphasizes Importance 


THE SCOPE AND POTENTIALITIES Of 
the commercial market, and the im 
portance of the commercial load to 
the electric utility, are described in a 
report of the Market Development 
Committee, Commercial Division, 
Edison Flectric Institute, which has 
just been published by the Institute. 
Fntitled “Analysis and Development 
of the Commerical Market,” the re- 
port briefly outlines the applications 
of electric service in commercial estab 
lishments, and presents a recommend- 
ed plan for successful selective sell 
ing in this field. 


ANALYSIS AND DEVELOPMENT 
THE COMMERCIAL MARKET 


EDISON ELECTRIC INSTITUTE 
o pw YOWR CITY 


The stability of the commercial 
load; its relatively high usage per cus- 
tomer; the high gross revenues pro- 
duced, and the compensatory rates 
employed, are the principal reasons 
why the. power company. should in- 
tensively.. promote its services to com- 
mercial customers, the report states. 
The large market awaiting devclop- 


| 


ment is indicated by surveys which 1 
veal a tremendous backlog of new 
equipment needed to rehabilitate 
existing installations, and the larg 
amount of commercial construction 
now in the planning stage in near! 
every city. 

Drug stores alone propose to spend 
nearly 70 million dollars for moder 
ization, according to an “Americ 
Druggist’’ survey, the report state 
Yet the average store plans spendin 
only $185, or 3.1 per cent of its tot 
expenditure, for interior lighting, 
factor which stresses the need for in 
tensive sclling if the power compan 
is to receive its share of this profitabl 
business. 

A well organized sales plan is 
quired, if the electric company is t 
mect the keen competition expected 
in the commercial market, the report 
continucs. Adequate sales budget 
well trained manpower, proper sale 
promotion aids, effective advertising 
and efficient coordination of all sal 
allies are all essential, it 1s stated. 

Describing the various application 
of clectric service in the commercia 
market, the report emphasizes the 
portance of the lighting load. Co 
nected lighting load in this field rey 
resents only one-third to one-half thc 
potential, according to the report 
Accent lighting, if properly promoted, 
can amount to 60 pcr cent of the gen 
cral interior lighting load in man 
cases, the report savs. 

The report concludes with a sug 
gested plan for organization of tl 
utilitv sales department, and recom 
mended activities for successful selling 
in this field. 


it 


Store Modernization 
Featured at Show 


A PANEL of approximatcly for! 
architects, retail executives, enginecrs 
designers and educators will conduct 
the first conference on store modern! 
zation which will take place concur 
rently with the Store Modernization 
Show, at Grand Central Palace, New 
York, in July, it was announced by 
John W. H. Evans, managing direc- 
tor. 
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SOLDERLESS CONNECTORS 
SOLDERING LUGS 


WAA offers you another big chance to save on your 
electrical material needs. 

Here it is—almost $2,000,000 worth of solderless con- 
nectors and soldering lugs will be sold on sealed bids. 
The following Regional Offices: Boston, NEw York, 
PHILADELPHIA, CINCINNATI, CHICAGO, Los ANGELES, 
San ANTONIO and SAN FRancisco have the largest 
inventories. 





For full information concerning descriptions of items, 
location, packaging, and conditions of sale write to any 
of the above offices or visit your Customer Service Center. 
At the same time request that your name be placed on 
the Regional Office mailing list for this type equipment. 













"_- SOLDERING LUGS 


a Most Sizes Are Available. 


“/ Exporters! Your business is solicited. 

“Much material which is surplus in 
the United States is urgently needed 
or is readily salable in other coun- 
tries. Watch for other offerings; many 
of them may be of interest to your 
clients. 


SOLDERLESS CONNECTORS 


Many Types Available in Large Quantitie:. 


OFFICE 0 | GENERAL DISPOSAL 





Offices located at: Atlanta + Birmingham «+ Boston + Charlotte + Chicago + Cincinnati 

Cleveland « Denver~ Detroit » Grand Prairie, Tex, « Helena » Houston + Jacksonville + Kansas City, Mo. 1212 
Little Rock+Los Angeles -Louisville » Minneapolis » Nashville *New Orleans *New York* Omaha: Philadelphia 

Portland, Ore. * Richmond « Salt Lake City « St. Louis » San Antonio + San Francisco + Seattle * Spokane « Tulsa 
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Mr. Evans also stated that educa- 
tional exhibits for retailers will be an 
additional feature of the show. One 
such educational booth will be main- 
tained by the United States Depart- 
ment of Commerce which will display 
printed material prepared by the de- 
partment for the guidance of retailers, 
and another will be staffed by mem- 
bers of the New York chapter of the 
American Institute of Architects with 
drawings and models of store plans as 
one of the features. 

Each of the six panels, covering 
store lighting, store layout, use of 
materials, customer comfort, display 
and fixturing, and store fronts will be 
conducted twice during the week, but 
different authorities will head the sec- 
ond series of panels. 


Electromode Launches 
Promotion Program 


SPEARHEADING what is believed to 
be the most ambitious sales promo- 
tion program ever launched in the 
electric heater industry, Electromode 
Corporation held a general sales con- 
ference recently at the factory in Ro- 
chester, N. Y. 

About 60 © sales representatives, 
from nearly every state in the Union 
and from castern Canada, attended 
the conference. The visitors saw 
Flectromode production of domestic 
and industrial heaters, which in the 
past few months has broken all re- 


cords in the company’s 18-year his- 
tory, and were introduced to Electro- 
mode’s greatly expanded advertising 
and merchandising campaign for 
1947 and early 1948. 

‘““We intend to get our full share 
of the heater business from now on” 
was the message of Electromode Pres- 
ident Charles R. Ogsbury to the as- 
sembled salesmen. With production 
facilities approximately five times 
greater than ever before, company of- 
ficials pledge prompt delivery of all 
the heaters the 1947-48 market will 
bear. 


Wearing five-gallon hat, George 
Sundre, of Atlanta, is welcomed to 
Electromode sales conference by 
company president, Charles R. 


Ogsbury. 


FIR CK 


MAGAZINES 


WITH A CIRCULATION 


OVER 


a= 16000.000 


AND OVER 


50000000 | 


READERS 


Henry J. Lindsay, advertising manager, tells salesmen about Electromode’s 

consumer campaign for domestic heaters, believed to be the biggest sales 

program ever launched in the electric heater field. Program also calls for 
extensive advertising of industrial unit heaters. 
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Highlight of the conference was 
complete new array of sales prom@ 
tion aids which the company wif 
make available to its wholesale: 
dealers. These include consum 
folders, special bulletins, booklet 
both the domestic and _ indus 
lines, a selling guide for retaj 
product tags and guarantee car 
variety of contour and floor displa 
window streamers, radio spot 
nouncements, and dealer newspay 


ads. 


Merit Award Competition 
Rule Books Now Read) 


Tue OrriciaL Rule Book 
trant’s Guide for the Planne 
ing Merit Award Competition 
2nd International Lighting 
tion and Conference is now r¢ 
distribution. The booklet 
12 pages of rules and suggesti 
preparing entries. Covered « 
subjects as minimum data 
type of photographs or light 
outs, what to include in rep 
dustrial lighting installations, typ 
information desirable for incl 
commercial lighting applicati 
data pertinent to street lighti 
floodlight'ng job . 

According to the Merit 
Committee, copies may be obt 
from any of the more than 
lighting equipment manuf 
exhibiting at the Exposition 
writing the Merit Award Con 
326 W. Madison Street, ( 
Illinois. 

The Merit Award Compcti 
outstanding examples of | 
lighting in industry, offices 
and schools; street lighting, 
lighting and floodlighting 
sponsored by the Exposition 
of its program to make the 
tion and Conference which i 
held next Nov. 3-7 of except 
terest to all who attend. 

While the Merit Awards 
twelve Gold Scal $100 Aw 
open only to clectrical con 
electrical wholesalers, architect 
ity lighting and power men 
sulting engineers, the Merit 
Committee is urging all indu 
commercial and school executives 
encourage the submission of their 1 
stallations in this competition It 
pointed out by the Committee th 
there are definite and obvious adva! 
tages to management in having them 
installations adjudged among the 
tion’s best. 

In addition to the rules and sugg¢ 
tions, the Official Rule Booklet come 
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YOUNGST 
THE YOUNGSTOWN SHEET AND TUBE COMPANY 
: YOUNGSTOWN 1, OHIO 


GENERAL fo) 3360) ee 
00 Fifth Avenue, New York City 


Manufacturers of 
anne? 4 AND ge) Rep 4 STEELS 


Sheets-Plates Cc 


Export Offices - 5 


onduit- Bars- 


late rere) (| 


CARBON - 
Pipe and Tubular Products 
Rods- Wire Electrolytic Tin Plate Coke Ti 
Drawn Carbon Steel Rounds Tie Plates a” 


d Spikes 
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CRAP-NO STEE 





REMEMBER 
this--It i 
i an of scrap to aie 
: anon new steel. Sotoincrease the 
opin of making more steel avail- 
= ; : rnin your scrap through your reg- 
rchannels. Doitnow! Keep it coming! 























tains the official entry blank which 
must be filled out before an official 
registration number can be issued and 
the entry received. All entries must 
bear this registration number and be 
postmarked not later than midnight, 
August 31, 1947 to be eligible for 
Merit Award Certificates. 


“Point O” Sales” Display 
Featured by Universal 


WITH SMALL APPLIANCE dcalers 
facing a buyers’ market, when every 
means of promotion must be put into 
forceful use, Landers, Frary & Clark 
has developed a dynamic point of sales 
promotion package to assist its deal- 
ers in the sale of small appliances. 

The smashing “Point O’ Sales’ 
campaign, which has been carefully 
planned for top flight dealer identifi- 
cation of Universal small appliances, 
centers around seasonal promotional 
needs properly timed for the an 
nouncement of new merchandise, and 
is a part of Universal’s increased na 
tional advertising plan. This plan will 
enable distributors and dealers to take 
full advantage of Landers, Frary & 
Clark’s national advertising with’ posi- 
tive identification of small applian- 
ces right in the dealer’s store. 

It is a plan that will furnish the 
appliance dealer with all of the dis- 
play materials needed to prdperly 
identify his store with the Universal 
line, and profit by Universal’s nation- 
al advertising program for 1947. Deal- 
crs participating in the “Point O’ 
Sales” program will be furnished with 





mes < UNIWERSAL 


Pritt ee 





Universal offers its dealers a wide 

range of display aids for small ap- 

pliances in its “*Point O’ Sales” pro- 
motion campaign. 


a large Telechron Advertising Clock 
with illuminated three-color dial, or 
a three dimensional ‘“Drama-lite” 
electric lighted counter or window 
display featuring a genuine Victor 
Keppler full color product portrait of 
the Universal toaster in the new dra- 
ma-lite technique. 

The “Point O’ Sales” program, 
created by W. j. Cashman, director of 
promotion and publicity, is designed 
to assist dealers in year round sales 
of Universal appliances. The drama- 
tic program has been molded into a 
complete package of promotional aids 
with something new and striking for 
cach month of the year, and features 


NEW OFFICE OF MIAMI REPRESENTATIVES—The new office and show- 
room of Jules J. Dreyfuss’s Sons, factory representatives, 46 S. W. First St., 
Miami, Fla., have been completed. The organization represents a number 


of manufacturers in eight southeastern states. 


Harry E. Oppenheimer has 


recently been added to the sales force, with headquarters in New Orleans, 
and will cover the territory consisting of Louisiana, Mississippi, Alabama, 
and western Tennessee. 


promotional materials for Universa|’ 
automatic toaster, Coffeematic, ayt, 
matic iron, heating pads, electric blan 
kets and pressure cookers. . 

In addition to a counter disp! 
cach item, it also includes a de 
window or door, store front perm 
nent valance, point of sales 
radio scripts, counter cards; and 
of Systemeering, the outstand 
velation of the profit-wise fw 
of retailing operation, a book o 
to Sell Electric Appliances, b! 
posters and a six-piece windoy 


Gulf States Company 
To be Independent 


AccorDING to announcement 
by Roy Nelson, president of th 
States Utilities Company, Beau 
Texas, the company will becon 
independent operating comp 
the near future, under a newly 
ed reorganization plan, and 
States stock will be available | 
public as soon as application for | 
ing on the New York stock exc! 
is approved. 

Gulf States power transmi 
tends from Holden, Louisia 
the east, to Greenville, Texas 
west, with headquarters in Beaumot 
Its power plants are located 
mont, Orange, and Port 
Texas, and Baton Rouge, La. A 
plant is under construction a 
Charles, La. 


Tulsa Appliance Deale: 
Association Meets 


THE NEWLY ORGANIZED Tu 
pliance Dealers’ Association, ¢ 
Okla., held its first open meet 
installed officers, as follows: R 
L. Pickett, manager of the aj 
division of Vandevers, presid 
FE. Miller, Miller Furniture Co: 
vice-president; and Roy Meye1 
crs Floor Covering Compan 
tary-treasurer. 

Members of the board of « 
of the association are George \' 
Sears; Fred Leubker, Dickason-' 
man; W. L. Lauhon, Allen-[.2uho 
Hardware; Carl Barlow, Bar! 
Shearer Appliance; V. O. Holmes 
Alhambra Appliance; J. M. Rich, Rich 
Appliance; and Lois Thompson, I'ikes 
Thompson Appliance. 

According to President Pickett, the 
objectives of the new Tulsa organ:za- 
tion are planned, educational pro 
grams; national speakers of authorit; 
in the appliance field; sales schools 
service schools; better integrity an¢ 
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BREEZE-AIR FANS 


ee Cuttin Tome f 
Customers like their BREEZ-AIR in- 
stallations! Hundreds have written of 
their satisfaction — amazing cool com- 
fort in hottest evenings — practically 
noiseless fan operation — attention free 
performance — negligible cost. That’s 
because BREEZ-AIR Fans have blades 
shaped to deliver maximum air, and die- 
formed of heavy steel — machine steel 
shafts of ample size — quiet operating, 
sleeve type, wool packed bearings — 
wheel balance that means vibrationless 
performance. And your customers 
know all “Buf- 
falo” ratings 


are certified. 


NO “HIGH PRESSURE” SELLING NEEDED HERE! 
Stifling weather and sound, low-cost cooling princi- 
ples are on your side. As the diagram above shows, a 
BREEZ-AIR Fan installed in the attic DRAWS OUT 
hot air from the entire downstairs—replacing it con- 
stantly with cool, fresh air. This idea “sells itself” to 
hundreds of home owners in YOUR TERRITORY— 
if you act NOW! 

WE HELP YOU SELL 

Colorful, convincing folders and mailing pieces are a vital part of 

your selling push! “Buffalo” supplies you this effective adver- 

tising material—at no charge—in quantities you need. 

EASY TO INSTALL AND SERVICE 

The sturdy die-stamped square panel makes BREEZ-AIR installa- 

tion simple—and, of course, we furnish you with complete, easy- 

to-follow directions. As for servicing—most BREEZ-AIR dealers 

say you can “put ’em in and forget ’em”’! 

LIBERAL DISTRIBUTOR, DEALER TERMS! 

It will pay you to investigate BREEZ-AIR discounts and other 

franchise policies. The terms are HIGH-PROFIT, the fan is 

easily sold, the cooling principles sound—and hot weather still 

working for you. But don’t delay! WRITE OR WIRE US NOW 

for all the facts. 


BUFFALO FORGE CO. 


210 MORTIMER STREET 
Canadian Blower & Forge Co., Ltd., Kitchener, Ontario 


BUFFALO, N. Y. 


BREEZ-AIR 


ATTIC FANS 
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understanding between dealers and 
dealers and customers; organized year- 
ly appliance shows to keep the public 
informed of all new home appliances. 


Fire Warning System 
Covers Large Area 


Because of the tremendous nation- 
al interest in effective fire prevention, 
the Lord-Taber Company, Inc., of 
Canandaigua, N. Y., has developed 
DetectoMaster, a device which gives 
a loud, clear warning when tempera- 
ture rises. Not only does it “tell” of 
increasing temperatures, but it gives 
control over as many as fifteen areas. 

DectoMaster consists of a compact 
control unit, wall-mounted in what- 
ever central location the user selects, 
with a series of detector thermostats 
placed in the areas where protection 
is desired. Once the unit is installed 
and plugged into the electric circuit, 
a green light on the control panel 
shows that the alarm system is “‘on 
guard.” 

When any one of the thermostats 
detects an abnormal temperature, it 
instantly sends a warning to the con- 
trol center, the green light goes out, a 
red light flashes on and a Klaxonette 
horn sounds an immediate warning of 
danger. At the same time, the indica- 
tor needle on the meter points out 
the exact area where trouble has oc- 
curred. 

This enables the user to take action 
without delay in finding the trouble 


spot. A reset button lights the green 
signal after the trouble has been 
found. 


The same unit will also watch for 
excessive cold that may mean frozen 
water pipes or home freezer failure. A 





4 


Fire protection gets a boost through 
the development of the Detecto- 
Master fire alarm. It guards 


against increasing temperatures at 
as many as 15 different locations. 
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special ‘‘Hay-Stat” unit is available 
for quick warning of spontaneous 
combustion in hay mows or grain 
elevators. The ‘“Hay-Stat” is sealed 
in an aluminum case. 

In corporating the latest metallurgi- 
cal and electrical developments, De- 
tectoMaster units combine sensitivity, 
accuracy, simplicity, and sturdiness to 
an unmatched degree. Pre-set at the 
factory within 44-degree F. they are 
tested, permanently sealed and _ re- 
tested. 

The normally closed contact points 
are non-corrosive, highly refined ster- 
ling silver. This closed contact de- 
sign means faster, surer response and 
permits a smaller, more attractive 
thermostat. Base and cover of ther- 
mostat are compression-moulded of 
special heat and cold resistant plastic. 
The entire assembly is ‘“corrosion- 
ized” to give protection from corro- 
sion, fungi, sprays, and so on. Pre- 
set temperatures are from 20 to 200 
degrees F., but special temperature 
settings are available. 


Heat Pumps Covered 


In Full-Length Book 


ANNOUNCEMENT has been made 
by John Wiley & Sons, Inc., 440 
Fourth Ave., New York 16, N. Y., 
publishers, of the publication of 
“Heat Pumps” by Philip Sporn, ex- 
ecutive vice-president and chief engi- 
neer, E. R. Ambrose, air conditioning 
engineer, both with the American 
Gas and Electric Service Corporation; 
and Theodore Baumeister, consulting 
engineer with the same corporation 
and professor of mechanical engineer- 
ing at Columbia University. 

The new book is believed to be the 
first full-length volume devoted ex- 
clusively to consideration of heat 
pump design and installation funda- 
mentals, and to applications of the de- 
vice in building heating and cooling 
and in industry. It is expected to 
arouse considerable interest among 
engineers, architects, contractors, and 
manufacturers. 

The authors have been intimately 
associated with the development of 
the heat pump, and their combined 
experience with design, operation, and 
maintenance of such _ installations 
probably exceeds that of any similar 
group in the country. They believe 
that the heat pump, with its-poten- 
tial for vastly increasing the energy 
derived from fuel, will become jin- 
creasingly important in this country 
as the need for optimum utilization, 
as well as conservation, of our natural 
fuel resources becomes recognized. 
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In the forthcoming book the sub 
ject is presented by successive consid 
eration of the thermodynamic prin. 
ciples involved; equipment  dcsign 
specification, and selection; and main 
tenance, operating, economic, and in. 
stallation problems. The treatment 
is reasonably technical, but there js 
no inclusion of theory beyond that es. 
sential for understanding of good in- 
stallation and assembly. 





Zenith Introduces 


New Model Policy 


IN A LETTER addressed to all fran- 
chised Zenith dealers, E. F. McDon- 
ald, Jr., president of Zenith Radio 
Corp., Chicago, recently announced 
that the practice of bringing out a 
complete new line of models each year 
would be discontinued. No specific 
month in the year will be selected fo: 
new model announcements, but, in- 
stead, individual new models wil! be 
brought out from time to time as nev 
developments warrant. 

Mr. McDonald’s letter read in part 


“We believe that we would be most 
unfair to our franchised dealers if we 
brought out a complete new line of 


models each year and thereby 
leted every Zenith radio that a 
had in stock. 

“This obsolescence by a new an 
nual line of models also creates 
for dealers among the custom 
whom you have sold radios in th 
ceding two or three months. 
customers invariably feel that 
should have been told, when making 
their purchase, that new model 
coming out. Not only does an 
new line build ill-will for you d 
it also jeopardizes tim¢ 
ments. 


your 


“Tt will be our policy from 
time on to introduce new moc 
they come from the laborato: 
are properly field tested. C 
to our past policy, and conti 
what has become an expensi' 
tom in the industry, we will not 
to any specific month in the | 
announce new models. Instea 
will do so throughout the yea 
new developments become rea 
as the gencral situation may di 

















“By this new system, we will 
lete only one model at a time 
an entire line, and no dealer cai 
hurt on the obsolescence of on¢ 
model. Zenith will place you in the 
position of never ‘daicd 
















having a “da 
line” on your floor, but always up 
the-minute merchandise. You, 

haps even better than we, realize 



















m@ A huge stock of flexible metallic 
tubing and conduit will be offered on 
competitive sealed bid. 

@ The offering consists of a variety of 
sizes of flexible brass and aluminum 
tubing and flexible steel conduit for 
use wherever protection of cable or 
wire is essential. 

m@ Large inventories are held in the 
following Regional Offices: Cincinnati 
— Philadelphia — Boston — Detroit — 
Cleveland—Chicago— Kansas City — 
New York—St. Louis. Write any of the 


x 


OFFICE OF GENERAL 


WAR ASSETS ADMINISTRATION § 


Offices located at: Atlanta « Birmingham « Boston + Charlotte + Chicago « Cincinnati + Cleveland 
Denver + Detroit - Grand Prairie, Tex. 







« Helena + Houston + Jacksonville - 








above offices or visit your Customer 
Service Center for complete informa- 
tion on this sale. Ask the Regional 
Offices to place your name on their 
mailing lists for offerings of this type 
equipment. 


EXPORTERS! 
Your business is solicited. Much ma- 
terial which is surplus in the United 
States is urgently needed or is readily 
Watch 


for other offerings; many of them 


salable in other countries. 


may be of interest to your clients. 


DISPOSAL Reale 


a Pe 


‘ Z. : 
WAS 
Cx pt 


Kansas City, Mo. 


Little Rock « Los Angeles « Louisville * Minneapolis * Nashville » New Orleans » New York * Omaha - Philadelphia 


Portland, Ore. + Richmond « Salt Lake City « St. Louis « San Antonio + San Francisco + Seattle « Spokane + Tulsa 
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Another WAA Bargain in Electrical Material 
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SPARTON PERIOD MODEL NO. 1007 


.. every radio dealegme 
new Spartons ijpe 


SPARTON MODERN MODEL NO. 1005 


Futura dial 

Exclusive Giantenna (longest built- 
in aerial on market both AM and 
FM) 

Two built-in record storage 
cabinets 

Dual purpose tubes 

Two-post record changer (plays 
twelve 10-inch or ten 12-inch 
recordings) 


AM and FM (no extra charge fo 
FM) 

Continuous tone control 
Enclosed, dust-proof backs 
Eterna-Gem Ruby needle (guar 
anteed forever!) 

Hand-rubbed finishes, rare wood 
veneers (Mahogany for period 
and Contemporary; Golden 
Wheat for Modern) 





SEE IF you can match this 
styling, the tone, features. 
Rich mahogany finish. 
New Sparton ready-tone 
circuit gives big set per- 
formance, eliminates all 
warm-up time. Vacuum- 
lift lid can’t slam, bang, 
drop. 

Console tone reproduction 
with big sound chamber. 
Record changer handles 
records with care. Light- 
weight—easily carried. AC. 


$792 


Compare these exciting Sparton utility 


YES, CHECK these Sparton 
utility models against any 
comparable sets « the 
market. Gleaming, sturdy 
plastic cabinets house the 
finest of engineering. 
Sleek, wide dial and tru 

smart lines. Listen to the 
tone! Solid as a console 
with high-powered per- 
formance. Two colers: 
ebony and polished ivory. 


EBONY MODEL IVORY MODEL 
jo. 101 NO. 100 (Shown) 


19% 520% 
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WHALLENGLS YOU... 


nledmanufacturer and the public to match these 
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ARTON CONTEMPORARY MODEL NO. 1006 


arge foBEE WHY we say it’s impossible to equal the features of the 
ew Sparton Challengers at anywhere near a comparable 
rice? By all means put these new Spartons to the test— 
heck All and FM reception—check the smoothest working 
ecord player you’ve ever seen. Look closely at the beautiful 


s performance, style, features... PRICE! 


LOOK at any radio! 
LISTEN to any radio! 


COMPARE ... point for point, tone for tone! Yes, the 
radio world was ripe for a challenge and here it is—the 
new Sparton Challenger Line. We invite you to try and beat 
these Sparton beauties—-anywhere—atacomparable price. 


Inspect these handsome AM-FM radio-phonograph com- 
binations—the Period, The Modern, The Contemporary. 
Here’s standard broadcast reception clear as a summer 
dawn ,..and FM with its high fidelity, static-free recep- 
tion, an essential sales feature these days. Check the 
smooth working, two-post record changer—no complaints 
from this precision changer that pampers records. Look 
at those expensively hand-rubbed cabinets of the very 
finest veneers. Check all the many exclusive Sparton 
features... 


You'll see why these new Sparton Challengers are taking 
the radio world by storm. 


Now, ETERNA-GEM Ruby Needle at no extra cost! 


Typical of the built-in value of every Sparton, all Chal- 
lenger AM-FM combinations are equipped with a gen- 
uine Eterna-Gem Ruby Needle—guaranteed forever! 
(retail price $4.00). This is a solid gem-shank needle, 
approximately one full carat—not a chip! Every needle 
backed by Registered Certificate. This is an unconditional 
guarantee against wear, breakage, defects. What a selling 
feature! Check the many other exceptional value fea- 
tures of the Sparton Challengers. 


CHOICE OF CABINET 


Even the Sparton a = 

price is sweet g and sweet 
———__ a 

listening .. . selling, too! 


(ALL PRICES ZONE ONE) 





_ abinet design and workmanship. In every way you'll find 
parton Challengers offer more selling features. 
e wood 
perio@mEE NEW SPARTONS AT PERMANENT SHOW 
>oldeOOM NO. 509-B AMERICAN FURNITURE MART 
Za 

‘ton 

ny 

ny 

» the Fd 
“ing. / 

the 

sole 

an RADIO’S RICHEST FRANCHISE 
- 
son THE SPARKS-WITHINGTON COMPANY 
5 Radio & Appliance Division * Jackson, Michigan 
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SCMP* gives Sparton 
dealers greater VALUE 


*Sparton Cooperative Merchandising Plan makes it 
possible to pack the new Sparton Challengers with 
post-war features and keep the price competitive with 
mail order houses! Check the features of SCMP that 
make such value ... such selling power .. . possible. 


@ One exclusive dealer in 
each area 

® National advertising that 
works locally 

@ Direct factory-to-dealer 
shipments 

Low consumer prices 


@ Factory prepared and dis- 
tributed promotion helps 


@ Seasonal promotions 
@ Uniform retail prices 


@ Products styled by out- 
standing designers 
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importance of not obsoleting your in- 
ventory, jeopardizing your time pay- 
ments, and creating customer ill-will. 
You who are old timers in the radio 
industry well know that from its in- 
ception in 1920 to the present date, 
so much money has been lost in obso- 
lescence and liquidation that over 700 
radio manufacturers have passed out 
of business. 

Mr. McDonald continued, “The 
sleigh ride is over. The seller’s mar- 
ket is gone and it is now a buyer's 
market. ‘The public each day is be- 
coming more critical and selective in 
what it knows it wants to buy. It is 
not accepting substitutions or ‘mita- 
tions. I know I need not again cau- 
tion you to watch your credits, watch 
your time payments, and, particularly, 
watch your inventory. Unload any 
line that is not moving rapidly, and 
give to the public the brands they are 
demanding most.” 


Noblitt-Sparks Reduces 


Price of Arvin Iron 


Repucrion in the price of the na- 
tionally-advertised Arvin automatic 
clectric iron, has been announced by 
Gordon T. Ritter, Arvin sales director, 
of Noblitt-Sparks Industries, Inc., at 
Columbus, Indiana. The new price is 
$9.95, this having been reduced from 
$10.65, the Arvin distributor and deal- 
er organization has been advised. 

“The price cut is being made at a 
time when dealer and distributor in- 
ventorics are unusually low,” Mr. Rit- 








The Arvin automatic electric iron 
features an electric cord that will 
not pull out under ordinary usage. 


ter said, “explaining that a price de- 


crease was made at this time in order 


that dealers would not be required to 
assume a burden, which would result 
ii dealer inventories had been high.” 

Increased production of Arvin irons 
rather than decreased costs of labor 
and materials permits the price reduc- 
tion, since the company contemplates 
stepping up production by more than 
100 per cent. Specifications for the 
Arvin Automatic Electric Iron will re- 
main unchanged. No sacrifice in the 
quality or performance is to be made, 
the price cut being possible only by 
the higher production of irons. 


Eureka Holds Series 
Of Alabama Meetings 


A sErIES of dealer mectings were 
conducted recently by R. P. Me- 
David & Co., Inc., Birmingham, Ala- 


bama, distributor for Eureka prod- 





SOUTHERNERS ATTEND GRAYBAR CONFERENCE—Graybar Electric 
Company held a 3-day sales conference recently for all of its district mer- 
chandising managers, at the Seaview Country Club, Absecon, N. J., following 


the Philadelphia Housewares Show. 


Graybar’s Southern merchandising 


operation was represented by those pictured above, from left to right: L. J. 
Hartman, Jacksonville; J. H. Parker, Richmond; H. E. Giles, Atlanta; and 
V. A. Elmblad, Dallas. 
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ucts for Alabama and West Florida. 

The first of these meetings was 
held at the Thomas Jefferson Hote!, 
Birmingham. ‘lhe second was con 
ducted at Hotel Whitley, Montgon 
ery, and the third in the series at t! 
Admiral Semmes Hotel, Mobi 
Alabama. Speakers on these pi 
grams included Sam Peppers of A 
lanta, Southern regional manager 
Eureka Williams Corporation, w 
presented the completely new po 
war Eureka Home Cleaning Syste 
and Eureka advertising and sales pi 
motion program. 

Other speakers on the progra 
were R. P. McDavid, president, 
P. McDavid & Co., Inc.; Hoke H 
rell, manager, Eureka Department 
the distributor; Paul Stone, M¢ 
gomery district representative; 
John Tidwell, Mobile district 
resentative for the distributor. 





Georgia Manufacturer 
Makes Aluminum Outlets 


A sAvING is claimed in the shipping 
cost of the aluminum outlet b 
now being manufactured by Ch 
worth Manufacturing Co., of Ch 
worth, Georgia. ‘These lightwe 
boxes are sturdy, rust proof, and « 

a better ground than do some ot 
types of boxes. 

The manufacturer claims that th 
boxes are competitive in price v 
other boxes in the field, and 
easier workability than boxes « 
structed of other metals. 

The Chatsworth company wa 
ganized prior to the war and is 
oughly experienced in metal worki 
and parts for auto and hardware trad 
The first scheduled shipment of th 
new aluminum boxes was for Jul 


4] 


U. 8S. Rubber Expands 
Wire Production 


EXPANSION of wire production | 
lities in the Bristol, R. I., plant 
United States Rubber Company 
announced recently by C. W. Hig 
manager of the company’s wir 
cable department. 

The expansion involves pur 
of more than a million dollars w« 
of rubber and plastic insulating eq 
ment from the government and ot! 
scurces. ‘The additional facilities 
expected to increase the plant’s c 
acity to three times its prewar 0! 
put. 

The bulk of the new machinery ! 
designed for insulating wire by the 


a 


company’s patented Laytex dipping 



















Watch for this 
exciting full page 
in August 


HOUSE & GARDEN 


Watch for more 


FULL PAGE ADS 
in FULL COLOR 


to help you make bigger and better 
sales when you say “It’s a Lightolier’’. 
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oa Ste To gleam of light woods, te bring 
a hg of new beauty to nabogany. Lightolice has ereated 
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ats Heritage Silver Lamps. They're smaet and subtle 
al t neni Period or Modern interiors 

w designed a a group te give you the cight lamp for 
— every room, You'll see your most precios J 

exciting new light with Heritage Sitver Laoy 
¥ Am coll fi 


amd lighting fixture. —at furniture, department, 
and electcical stares everywhere 
Lightolier Decorator Galleries, 11 East 36th Street, 


New York City; 1267 Merchandise Mart, Ch 


WBLIGHTOLIER 
et wall x = ~ 
Creators of enduringly becutijul lamps and lighting fixtures since the turn af the century 


LIGHTOLIER, Dept. §-1, Jersey City, New Jersey 
Tell me how I can build a bigger and better business with the Lightolier Profit Plan. 


LIGHTOLIER 


Creators of enduringly beautiful lamps and lighting fixtures since the turn of the century 





Name.... ; Address 
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process. This process is said to pro- 
duce light-weight wire with smaller 
diameters and perfectly-centered con- 
ductors, resulting in superior electric- 
al properties. 

In announcing the expansion pro- 
gram, Mr. Higbee predicted a con- 
tinuing heavy demand for electrical 
wire. He expects many new applica- 
tions, including industrial heating, 
plating, annealing and vulcanizing by 
electrical methods. He also foresees 
increased extension of electricity into 
rural homes. 

He said the copper shortage which 
had been hampering production is 
now being solved by the use of alum- 
inum conductors in wire. This new 
wire has emerged from the experi- 
mental stages to win wide acceptance 
in the electrical industry. It com- 
pares favorably with copper in qual- 
ity and can be produced at lower 
cost. 


Conductor Selector 


Offered by Essex 


A guick MEANS of selecting a con- 
ductor of adequate amperage carrying 
capacity under the varying wiring con- 
ditions encountered has been develop- 
ed by the Paranite Wire and Cable 
Division of Essex Wire Corporation. 
Operating on the slide rule principle, 
it eliminates involved mathematical 
calculations. Comparisons with vari- 
ous types of wire are given. This se- 
lector is unusually timely because of 
the change of amperage rating. 

The operation of the insturment is 
simple. Complete instructions are 
printed on the Conductor Selector. 
Findings for Types R, RW, T and 
TW are ascertained on the face of the 
instrument. Findings for Type RH 
are on the reverse side. 








SUPERVISORS AND REPRESENTATIVES MEET—A two-day meeting wa 


held recently by the Electric Meter Supervisors and Manufacturer’s Repr: 


sentatives of the Southwest, at Fort Worth, Texas. 


Those attending th: 


meeting formulated plans for a short course for electric metermen to lb: 


held at Texas A & M College, from November 3-8, 1947. 


The meeting w: 


under the direction of Floyd Salmon, meter supervisor of Central Power an 


Light Company, of Corpus Christi, Texas. 


Mr. Salmon is president of th 


Southwest Meterman’s Association. 


‘The Paranite Conductor Selector is 
available to architects, engineers, lay- 
out men, contractors, and mainten- 
ance engineers as long as the supply 
lasts by writing to the Paranite Wire 
and Cable Division of the Essex Wire 
Corporation, Ft. Wayne, Indiana. 


New Structure Started 
By Carolina Distributor 


Construction has been started in 
Charlotte, N. C. on a new $100,000 
warehouse and office building for the 
Twin States Distributing Company, 
distributor of Farnsworth radios and 
phonograph-radios in North Carolina 
and part of South Carolina. 





Mathematical calculations are eliminated in determining the proper con- 
ductor of adequate amperage carrying capacity when the Paranite Conduc- 
tor Selector is used. 
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Operation is quick and simple. 








The new structure, located at 
West Palmer Street, is scheduled 
be completed early in July, accord 
to Harvey H. Stewart and Harold 
Albright, owners of the Twin St 
firm. 

The brick building will have 
stories and a basement and will be 
by 125 feet in size. The basem 
will contain underground firep 
storage chambers and compartme! 
The other floors will contain n 
large offices as well as wareh 
space. 

The distributing firm, of which 
EK. Johnson is sales manager, co\ 
the Carolinas from its headquart 
in Charlotte. Eight salesmen t 
to other cities in the two states 
serve the company’s customers. P| 
also are being made for the open 
of branches in Columbia and | 


ence, S. C. 


Addition to Double 
Century Production 


PRODUCTION CAPACITY will be d 
bled when the $1,000,000 const: 
tion project is completed for Cent 
Electric Company, of St. Louis, mai 
facturers of electric motors and ot! 
products. 

The new addition will give t! 
foundry a total floor area of approx 
mately 165,000 square feet. The mos! 
modern foundry equipment, to be i 
stalled, will permit melting and pi 
cessing 500 tons of metal per day. 


ELECTRICAL SOUTH for JULY, 1947 








































OQ wonder buyers everywhere are choosing 


Electromodes—the only heaters on the market 






with the Safety-Grid—the exclusive, patented cast- 






aluminum heating element that has no exposed hot 















i wires or glowing coils . . . that won’t, can’t cause 
fire, shock or burn! 

Here is the greatest selling feature an all-electric 
heater ever had . . . and only Electromode has it! 
Dealers and wholesalers all over the country are 
cashing in on this quality-built line of all-electric 
heaters. Join the profit parade. Sell Electromode. 


A COMPLETE LINE OF HEATERS OFFERING YOU 
GREATER SALES AND PROFITS! 





PORTABLE ROOM HEATER. A sturdy “quality” 
heater that’s completely safe for children. Com- 






bines lightness with compactness. Plugs in any- 






where. 







X-Ray view of Electromode Portable Heater shows the 


exclusive cast-aluminum Safety-Grid. 







BILT-IN-WALL SMALL-ROOM HEATER. Easily in- 


He elegy or any small room; requires no A GREAT PROMOTION PROGRAM 
, TO HELP YOU SELL! 


We back you 100% with a big, soundly-planned advertising 
campaign—Electromode Domestic Heater ads month after 








BILT-IN-WALL ROOM HEATER for homes or offices. 
Employs unique Down-Flo principle of warm air 





month in leading magazines . . . consistent Industrial Heater 






advertising in top business papers. And a complete, up-to- 





delivery. Manual or thermostatic control. 






date array of sales promotion aids! Write Electromode 






Corp., Dept. ES-77, for complete information. 


PORTABLE ROOM HEATER for home and office. : 
Gives high BTU output; circulates warmth by 0, 0D, 
Down-Flo principle. 











STANDARD UNIT HEATER for industrial use. One of 
a complete line of Electromode standard and 
specialized industrial unit heaters. 







ELECTROMODE CORPORATION « 45 Crouch St., Rochester 3, N. Y. 






WORLD’S LEADING EXCLUSIVE MANUFACTURER OF ALL-ELECTRIC HEATERS 
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Catalogs, Bulletins and Technical Data 
Available to Readers of Electrical South 








123—Window Fan. A new catalog, “‘Bar-Brook Window Fans” 
has been issued by the Bar-Brook Mfg. Co., Inc., 
Texas Ave., Shreveport, La. This catalog shows illustrations 
of the Bar-Brook design to be used in offices, apartments and 
small homes. 


124—Midget Metal Base Relays. A new bulletin, No. 104, 
has been issued by the Ward Leonard Electric Co., 31 S. St., 
Mt. Vernon, N. Y. This bulletin describes how midget metal 
base relays are designed for use in small radio transmitters, air- 
craft control circuits and applications where space is limited. 


125—Industrial Fluorescent Fixtures. Day-Brite Lighting, Inc., 
5411 Bulwer Ave., St. Louis 7, Mo., has issued Bulletin 30-A 
which contains complete specifications for each type “Day-Line” 
industrial fluorescent fixture: single units and continuous sys- 
tems for two 40-, three 40-, and two 100-watt lamps; detailed 
data on installation, accessories and servicing; list prices and 
charts for figuring footcandle intensities. 


126—Unit- Fans. A new 16-page booklet on_unit- fans 
has been published by Reed Unit-Fans, Inc., 1001 St. Charles 
Ave., New Orleans 8, La. This booklet describes the design 
of the Reed reversible unit-fan and how by adding various at- 
tachments it serves all purposes and uses—for installation as a 
window fan, attic fan, portable floor fan, and all commercial 
exhaust fan installations. 


_ 127—Switch and Receptacle Plates. A catalogue page describ- 
ing a new line of switch and receptacle plates of pure aluminum 
that can be painted over with wall paint has been issued by 
D & M Mfg. Co., 79 W. Peachtree Place, N. W., Atlanta, 
Ga. These plates are breakproof, rust-proof, and conform to 
rough walls. 


128—Fluorescent Fixtures. An 8-page catalogue has been pre- 
i? by Mitchell Mfg. Co., 2525 N. Clybourn Ave., Chicago 
4, I. The catalogue includes a complete description of the 
various types of commercial fluorescent luminaires for use in 
offices, stores, schools, public buildings, institutions, etc. 


129—Anti-Corrosive Pamts. Literature has been published 
by Subox, Inc., 348 River Rd., North Arlington, N. J., on their 
Subox and Subalox paints used in generating, transmission, and 
distrtbution construction and maintenance. Both paints are 
based on a colloidally dispersed and amorphos pigment of sub- 
oxide of lead which is so chemically active that weathering in- 
creases its rust-inhibitive properties as well as its hardness. 


130—Buzzer and Push Button. The Wm. J. Murdock Co., 
Chelsea, Mass., has prepared a catalogue page which shows actual 
ar illustrations of their new “Tone-Right” buzzer and push 
uttons. 


131—Lighting Bulletin. A 4-page bulletin (2169) describing 
briefly the vanous fluorescent and incandescent lighting equip- 
ment now being sold to the trade has been issued by Curtis 
Lighting, Inc., 6135 W. 65th St., Chicago 38, Ill. Individual 
specification sheets on various fixtures are included. 
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136—Soft Soldering. The Lenk Mfg. Co., Newton Lower 
Falls 62, Mass., has recently issued a bulletin entitled, “Soft 
soldering,” which contains complete working instructions for 
home workshop soldering with all types of Lenk solder avail- 
able to the home craftsman through various retail outlets. 


137—Gorilla Grip Connectors. “Mechanical Principles of 
Gorilla Grip Eiectrical Connectors” is the title of the new 12- 
page booklet, No. 466, published by National Electric Products 
Corp., Chamber of Commerce Bldg., Pittsburgh. The bookle: 
was compiled to assist engineers, jobbers, contractors and in 
dustrial purchasing agents in acquiring an exact understanding 
of the design and function of these connectors. 


138—Electrical Fittings. A complete line of Gedney fittings 
which includes conduit bodies, as well as practically all fittings 
required for rigid conduit, armored cable, non-metallic cable 
flexible conduit and EMT installations is described in a folde: 
recently published by Gedney Electric Co., R. K. O. Bldg., 
Kadio City, New York, N. Y. 


139—Electrical Apparatus. The Trumbull Electric Mfg. Co., 
Plainville, Conn., has recently issued a condensed general cata 
log, ““Trumbullist”, which gives complete information on electri 
cal control apparatus. 


140—Infrared Lamps. An 8-page folder, “Drying Problem 
Made Easy”, listing the advantages of the Dritherm Carbon 
Lamps 1s available from the North American Electric Lam; 
Company, 1041 Tyler St., St. Louis, Mo. This folder includes 
a complete description of how Infrared Radiant Energy wit 
Nalco Dritherm Carbon Lamps provides fast, effective heat. 


141—Multiflex Brushes. The Helwig Company, 2544 North 
30th St., Milwaukee 10, Wis., has just issued catalog No. 245 
which lists brushes by code numbers. This simplifies the orde1 
ing of the proper brushes. 


142—Sun Lamp Data Book. The “Answer Book”, recenti 
published by Sperti Inc., Cincinnati 12, Ohio, answers all que 
tions about the sun lamp. Catalog sheets are also available on 
the portable model P-100 and the S-200 pedestal-style lamp. 


143—Circulation Fans. Detailed folders are now available 
from The O. A. Sutton Corporation, Wichita 2, Kansas, on 
all of their models of the Vornadofan. These folders are well 
illustrated and give a detailed description of each unit. 


144—Trilmont Electric Heater. This booklet tells the story 
of the recognition won by the Trilmont Products Company, 
Philadelphia, Penna., for their electric heater. This com 
pany won The National Safety Award which was presented by 
Lewis & Conger, of New York City. 


145—Chromalox Range Unit. Construction details and par 
lists for the Super-Speed and Heatflo range units are shown in 
Bulletin CF-145, available from Edwin L. Wiegand Compan) 
7600 Thomas Blvd., Pittsburgh 8, Pa. 


146—Transformer Demonstration Chart. This chart shows 
how banked secondary transformers operate under overload < 
fault conditions. The chart, SA-900, is published by the West 
inghouse Electric Corporation, P. O. Box 868, Pittsburgh 30, P 


147—Monarch Electric Ranges. Data is available from Mal 
able Iron Range Co., 4861 Lake St., Beaver Dam, Wis., on a 
types of this company’s ranges. 


152—Lighting Fixtures. Bulletin No. 10, available from Th 
Spero Electric Corporation, 18222 Lanken Ave., Cleveland | 
Ohio, is a four-page brochure showing electrical fixtures an 
niaterials for electrical construction. 


153—Ventilators and Blowers. Performance data, dimension 
and specifications are all included in the well illustrated bulletins, 
now available from the Schwitzer-Cummins Company, 1125 
Niassachusetts Ave., Indianapolis 7, Ind. 


154—Welding Exhausters. Bulletin No. 736 describes the 
Octopus, Jr., a portable exhaust unit, and the Octopus, a_ hea 
duty unit, for applications requiring greater exhausting and blow 
mg volume. Available from the Chelsea Fan & Blower Co. 
Irvington, N. J. 


155—Lighting for Schools. “Recommendations for Classroom 
Lighting” is the title of this booklet which gives case studies 
of several lighting installations in schools. This bulletin is avail- 
able from The F. W. Wakefield Brass Company, Vermilion, 
Chio. 

156—Electrical Apparatus. This 48-page illustrated catalog 
shows electrical solderless terminal lugs, solderless service con- 
nectors, fuse clips, and many other electrical items. Published 
by Ilsco Copper Tube & Products, Inc., Cincinnati, Ohio. 
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158—Attic Fans. This folder describes the Dana Deluxe 
Attic Fan and is issued by the George B. Klee Company, 
3501-27 Colerain Avenue, Cincinnati 23, Ohio. 


160—Reactance Dimmers. Bulletin No. 74, issued by Ward 
Leonard Electric Co., 31 South Street, Mount Vernon, N. Y., 
describes in detail the Hysterset Electronic Control for the mod- 
ern stage switchboard. 


162—Junction and Mcter Equipment. A scries of bulletins 
describing junction boxes, telephone cabinets, metering equip- 
ment, etc., for indoor and outdoor applications, is available 
from the Walker Electrical Company, P. O. Box 8, Station D, 
Atlanta, Ga. 


163—Metal Duct Housing. The first revision in five years of 
Catalog No. 445, describing and illustrating “4-by-4 Wirewa” 
has been completed by National Electric Products Corp., Cham- 
ber of Commerce Bldg., Pittsburgh 19, Pa. This re-issue gives 
electrical contractors, jobbers, engineers, and purchasing agents 
omplete information on metal duct for housing and protecting 
lectric wires and cables. 


164—Bustribution Duct. This 23-page bulletin, No. 462, just 
sued by Bulldog Electric Products Co., Box 177, Detroit 32. 
Mich., describes in detail the Bulldog Feeder and Plug-In-Bustri- 
bution Duct for bus duct electrical distribution. The bulletin 
profusely illustrated. ‘The many drawings included show 
dctails of the duct, the various fittings, and the hangers, as well 
is diagrams of complete systems both of the centralized and 
centralized system. 


165—Lighting Research. The Benjamin Electric Mfg. Co., 
Des Plaines, Ill., has just published a new booklet covering the 
activities of the new Benjamin Laboratory. This booklet will 
be of special interest to all who are interested in the “behind- 
e scenes” portrayal of the research and testing which are es- 
ntial to high quality and performance in lighting equipment. 


166—Industrial Heat Lamps. The General Electric Com- 

ny, Nela Park, Cleveland, Ohio, has announced the publica- 
tion of a new industrial lamp folder. This folder, Y-689, con- 
tains six pages of photographs and technical data on the indus- 
tial heat lamps manufactured by the company. 


167—Ventilating Fans. A new, 48-page manual to be used 
as a guide for dealers in the selection and installation of Silent 
Breeze ventilating fans for residential, commercial, and indus- 
trial applications, has just been issued by The Holcomb & Hoke 
\lfg. Co., Inc., 1545 Van Buren St., Indianapolis 7, Ind. 


168—Electric Room Heaters. The Wesix Electric Heater Co., 
0 First St., San Francisco 5, Calif., has informative data avail- 
e on their Automatic Electric Room Heaters. 


169—Materials Handling Hand Truck. A descriptive bulletin 

5 just been issued by Handees Co., Dept. P, Bloomington, 

, giving information about the company’s line of hand trucks. 
Of special interest is the Model 88R, an appliance and refrigera- 
tor hand truck. ‘This truck has a 1000-pound capacity. 


170—Lock-Tite Pressure Connectors. The Thomas & Betts 
Co., Elizabeth 1, N. J., manufacturers of electrical fittings, has 
made available an illustrated folder describing their compact 
ie of solderless pressure connectors. 


171—Self-Supporting Cable. A new 52-page, fully illustrated 
inual on self-supporting cable has been issued by The Okonite 
mpany, Passaic, N. J. Pertinent charts, tables and diagrams 
ipplement the detailed descriptive matter answering the many 
stions which arise concerning the use of this type cable. 


174—Aluminum Building Wire. Technical data on insulated 
minum building wire is now available in a bulletin designated 
H-407 and available from Hazard Insulated Wire Works, 
Division of the Okonite Company, Wilkes-Barre, Pa. An insert 
es comparative data on copper and aluminum conductors. 


__175—Adequate Wiring—An attractive booklet entitled “Are 
You Going to Build, Modernize or Repair?” has been an- 
nounced by Pass & Seymour, Inc., Dept. ES, Solvay Station, 
syracuse 9, N. Y. Written in language easily understood by 
the average home builder, this informative booklet describes in 
detail an adequate wiring system for the modern home. 


_176—Connectors for Aluminum Wire. To accommodate 
the increased application of aluminum building wire, Bulletin 
M-3, describing a full line of standard, compression-type connec- 
tors for aluminum, is available from the Burndy Engineering 
Company, Inc., 107 Bruckner Blvd., New York 54, N. Y. 
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177—Balanced Lag Renewable Fuses. Informative folders are 
available from Pierce Renewable Fuses, Inc., 51 Pacific Ave., 
Buffalo 7, N. Y., describing the company’s line of balanced lag 
renewable fuses. Pierce fuses are listed by Underwriters’ Labora- 
tories, Inc. 


178—Mobilite Fixtures. A 15-page booklet, entitled “Engi- 
neered Lighting” has been announced by Mobilite, Inc., Jersey 
City, N. J. The booklet describes and illustrates the various 
fluorescent fixtures manufactured by the company. 


179—Paragon Timers. A folder of up-to-date bulletins on 
available timers and their prices is offered by the Paragon Elec- 
tric Company, Two Rivers, Wisconsin, manufacturers of elec- 
trical equipment. Such items as industrial timers, self-lubricat- 
ing time switches, poultry time switches, 7-day calendar dial 
time switches, and many others are described and illustrated in 
this folder. 


180—Ceiling Ventilator. Installation and design of the Blo- 
Fan is fully described in a 4-page folder recently made available 
by the manufacturer, Pryne & Co., Inc., Los Angeles 54, Calif. 
The many diagrams illustrate the principle of the Blo-Fan. 


181—Planned Home Laundry. As an aid to architects and 
builders in fulfilling a growing demand for planned home laun- 
drys, Bendix Home Appliances, Inc., South Bend 24, Ind. has 
published an “Architects Handbook.” Profusely illustrated, the 
40-page, board-covered book presents eleven plans for step-sav- 
ing home laundrys. The laundry rooms are lithographed in 
four colors and opposite each is a blue-print of the floor plan. 


182—Network Protectors. A two-color bulletin, GEA-2017C, 
presents a detailed account of the construction, applications, and 
maintenance requirements of the General Electric network pro- 
tectors for a-c secondary systems. Fifty-five photographs, one- 
line diagrams, and data charts illustrate the uses, accessibility, 
and special features of the protectors. The bulletin is available 
from General Electric Company, Schenectady, N. Y 


183—Line Maintenance Tips. “Chance Tips on Line Con- 
struction and Maintenance” is the title of an instructive bulle- 
tin published from time to time by A. B. Chance Co., 210 N. 
Allen St., Centralia, Mo., manufacturers of line construction 
and maintenance equipment. Chance Tips contains items of 
current interest as well as new products of the manufacturer. 


184—Electrical Equipment Catalog. The Pyle-National Com- 
pany, Chicago, Ill., announces a complete catalog describing all 
of their products, including the Pylets conduit fittings. The 
catalog contains information on a wide range of plugs and re- 
ceptacles, dust-tight and explosion-proof fittings. fixture han- 
gers, etc. 


185—Flexible Cords and Cord Sets. Lowell Insulated Wire 
Company, Lowell, Mass., has available an illustrated folder de- 
scribing their various types of cords and cord sets. Sizes, colors, 
and other pertinent information is given. 


186—Hot Water Heater. Informative and well illustrated data 
are available from M. M. Hedges Manufacturing Co., Inc., 
Chattanooga, Tenn., on their line of Mertland automatic water 
heaters. 


187—Electric Fans. A 25-page, profusely illustrated booklet 
describes in complete detail this company’s line of 1947 fans. 
Booklet available from Emerson Electric Manufacturing Co., St. 
Louis 21, Mo. 


188—Over-All Lighting. The F. W. Wakefield Brass Com- 
pany, Vermilion, Ohio, has announced a_ cleverly illustrated 
booklet which begins with the fundamentals of lighting, pro- 
gresses through the steps of how good lighting promotes easier 
seeing and the importance of adequate lighting in offices and 
drafting rooms, and concludes with discussion of a pertinent 
problem—how to maintain lighting equipment at its originally 
designed performance. 


189—Laurelite Fixtures. Catalog No. 47, published by Zane 
Manufacturing Company, 65 Austin Street, Cambridge 39, 
Mass., describes and illustrates the all-inclusive fluorescent fix- 
ture line of this company. 


190—Fluorescent Strip-Lite. Bulletin No. 147, available from 
Gibson Manufacturing Company, 1919 Piedmont Circle, At- 
lanta, Georgia, describes and illustrates the Strip-Lite fluorescent 
fixture. ‘The booklet also gives diagrams showing installation 
in display cases, general store lighting, industrial lighting, and 
special home lighting. 
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700—Table Model Television 


Manufactured by the Crosley Divi- 
sion, The Aviation Corporation, Cin- 
cinnati, Ohio. 


OFFERED in an attractive cabinet of 
striped walnut, with picture space 
framed in solid walnut of dark hue 
to improve viewing, this set, known as 
Model 307-TA, is equipped with 27 
tubes plus three rectifiers. With all 
13 television channels built-in, the 
set operates on 105 to 125 volts, 60 
cycles, and has a five-inch speaker. 

Cabinet size is 25% inches long, 
14-11/16 inches high, and 19-1/16 
inches deep. Size of picture repro- 


duction is 6-3 inches by 8% inches. 
ae * x 


701—Fluorescent Lamp Guard 


Manufactured by the Den-E] Equip- 
ment Company, 668 18th Ave., Irv- 
ington 11, N. J. 


EASILY INSTALLED with a machine 
screw and nut, the Den-E] Guard sup- 
ports the ends of fluorescent lamps 
and prevents their falling out. 


Made of stainless steel for lasting 
good appearance and because of its 
special resilience, the guard is quickly 
sprung aside for cleaning or relamp- 
ing. The guards are available in two 
sizes for 40-watt and 100-watt lamps. 


xe * * 


702—Pole Hole Diggers 


Manufactured by Continental Farm 

Machine Company, 1137 Metropoli- 

tan Life Building, Minneapolis 1, 
Minn. 


ESPECIALLY DESIGNED for power 
line work, the new line of Continental 
pole hole diggers features low cost and 
fast, efficient operation. It is estimat- 
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ed that 140 to 150 holes can be dug 
in eight hours by one man using thi 
digger, under normal conditions. 

The machines can be mounted on 
a truck, tractor, or jeep and will op- 
erate from the driver’s seat. A fea 
ture of particular interest is the mech 
anism for either raising or lowerin 
the entire digger assembly on a high 
bank or down in a ditch. This is 
done by moving the hydraulic con 
trol lever forward or backward. 

Auger diameters vary from 4 inch: 
to 14 inches, with depth adjustab! 
from 44 inches to 72 inches. 

xe * x 


703—Multi-Purpose Console 


Manufactured by Executone, Inc., 
415 Lexington Avenue, New York 17, 
N. Y. 


ESPECIALLY DESIGNED to affo 
factories, plants, and large offices wit! 
complete voice-paging facilitics, 
well as “Music-At-Work,” the mod 
P-20 contains in a single cabinet 
selected mahogany veneer all the ce! 
tral control elements needed in 
sound system requiring up to > 
watts. 

Any number of microphones with 
their associated controls located in 
separated departments can be used 
with this console to comprise a com 
pletely automatic sound system, Th 
one-button control feature permits 
the user, who may be at any micro 
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COMPARE THESE FEATURES AGAINST ANY OTHER FAN 


@ Variable speed, new Westinghouse 


THAT'S WHY THE 


and General Electric Motors. 


@ 


Non-vibrating, one-piece, attractive 
steel ventura frame in baked grey 
enamel with hub and blades in 
pastel green. 


® 


Combination hub and pulley. 


@) 


Hum-deadening rubber-mounted 
motor bearing insulators. 


Siluer-Hire! 


EXHAUST ATTIC-BASEMENT FAN 





Some territories still open 
for aggressive jobbers and 


manufacturers’ agents. 


1591-1623 DEKALB AVE.. N. E. 
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A PRODUCT OF THE 
DEALERS: Write for details 
; and prices and name of your 


neorest jobber. 


ATLANTA 6, GEORGIA 




















phone location, to issue a voice mes- 
sage by merely pressing one button. 
All other microphone control stations 
are automatically given notice by a 
busy signal lamp. Any music pro- 
gram is automatically cut off for the 
duration of the paging message. 
Thus paging calls can be made at any 
time without approaching the console 
which may be on a different floor. 

This console contains an intermix 
automatic record changer which hand- 
les recordings of either 10 inch or 12 
inch size and turns itself off after 
the last record is played. Dimensions 
of the unit are 26-%4 inches wide, 
17-¥% inches deep, and 40-% inches 
high. 


* x x 


704—Duplex Receptacle 


Manufactured by The Bryant Electric 
Company, Bridgeport, Conn. 


SMALL AND COMPACT, of heavy all- 
bakelite construction, this duplex re- 
ceptacle is equipped with large, read- 
ily accessible binding screws. The 
yoke is securely anchored and is equip- 
ped with detachable plaster ears. 
Double sided contacts securely grip 
the blades thus preventing accidental 
disengagement of the cap. The re- 
ceptacle is available in brown or iv- 
ory finish. 


705—Open-Type Fuse Cutout 


Manufactured by General. Electric 
Company, Schenectady 5, N. Y. 





my / 
tae 
ye 
L 3 


For usE on distribution circuits of 
15,000 volts and below, this advanced 
design of open-type fuse cutout, with 
drop-out fuseholder, provides overcur- 
rent protection throughout the full 
range of fault currents up to the rated 
2000-amperes interrupting capacity, 
and minimizes unnecessary outages 
caused by birds and animals. 

This birdproof construction is ob- 
tained by having the mounting hard- 
ware and live parts on opposite sides 
of the solid porcelain insulator. Sup- 
ports are cemented securely. 
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The cutout is available in three 
voltage ratings—5,000, 7500/12500 
GR Y, and 15,000 volts, and a cur- 
rent rating of 100 amperes. The cut- 
outs may be fused with either conven- 
tional or Hi-surge fuse links. Mount- 
ing hangers provide for vertical, angle- 
tilted, and swivel positions of the cut- 
out, and for combination crossarm 
mounting of the cutout with standard 
distribution lightning arresters. 


x ok * 
706—Suction Chamber 


Johnson Fan & 





Manufactured by 


Blower Corp., 1319-25 W. Lake St., 
Chicago 7, IIl. 





A SCREWDRIVER and a pair of pliers 
are the only tools needed to install 
the Healthaire suction chamber. This 
chamber is unique in that it is of re- 
inforced metal construction complete- 
ly fire-proof and cannot rust or cor- 
rode since high quality aluminum al 
loy is used throughout. ‘The curved 
back provides a gentle curve for the 
air to follow, reducing noises to a 
minimum. 

[his suction chamber eliminates a 
sharp transition in air flow, thus fan 
efficiency is not reduced. All neces- 
sary hardware and parts are included. 

* * bd 
707—Hinged Connector 


Manufactured by O. Z. Electrical 
Manufacturing Co., Brooklyn, N. Y. 


AVAILABLE in twenty-five sizes, ac- 
commodating over 400 wire. combina- 
tions ranging from No. 8 to 1,000,000 
cm, the XTP connector will do prac- 
tically all tap jobs. 

The one-piece, hinged construction 
of this new connector makes for speed 
and simplicity in installation. It can 
be permanently attached to the main 
wire and left for the tap wire to be 





ELECTRICAL SOUTH for JULY, !% 








attached later. One end of the c 
nector is simply snapped over 
main and tightened, the other end 
has serrated openings to which a ta; 
can be run in any of three directions 
Other features are: spring lock wash. 
ers maintaining permanent pressure: 
non-rotating pressure plates; grip hold. 
ing serrations on wire-contact surface 
for maximum pull out strength; high. 
ly conductive copper alloy body; and 
extra strength copper alloy hinge and 
pressure plates. 
os x & 


708—Sheathed Cable Connectors 


Manufactured by Hagen Manufactur. 
ing Co., Inc., 1440 Blair Avenue, St 
Louis 6, Mo. 


Two EXPANSION TYPE Cable con 
nectors for use on 14-2, 12-2, 14-3 and 
12-3 conductor non-metallic sheated 
cable have been announced. No 
1212-A and No. 912 connectors are of 
one-piece construction and are simple 
to install. Just compress one end 
of the connector and _ insert into 
knockout of box. Tightening of the 
screw drives clamping member into 
cable and at the same time expands 
the connector, locking it rigid into the 
knockout. 

The No. 912 is the smaller of the 
two, but of the same basic construc 
tion. Its compactness allows more 
space for wiring. 
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709—Seco Window Fan 


Manufactured by Seco Lite Manufacf 
turing Company, +619 Easton Ave 
St. Louis., Mo. 
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EAsE IN INSTALLATION makes 1 
Model W-183 window fan ideal _ 
the small home, apartment or vlict 
With over-all dimensions of 24 inch 
square by 10 inches deep, installatic 
can be made in practically any desit 
ble window opening. 
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You'll like the extra profits and greater A screwdriver is the only tool you need 
customer satisfaction you get when you to install CHROMALOX Triangular 
handle the fast moving CHROMALOX Units. With just two unit sizes and a 
line. Housewives favor fast, easy to stock of Adaptor Rings you can service 
clean, economical CHROMALOX Tri- all makes and size electric ranges. Get 
4 angular Units that give them so much your copy of CHROMALOX Catalog 
cooking enjoyment. RU-147 for the full details. 


CHROMALOX DESIGN FOR MAXIMUM PERFORMANCE 
Exclusive “Triangular” design assures maxi- 
mum flat contact cooking surface. 


Made with INCONEL which is rust-proof, 


acid-proof, corrosion-proof. 





: Highest grade nickel-chromium heating 
elements. 

Aluminumized steel reflector reflects maxi- 
a“ mum radiant heat... does not rust or 
4 pe distort... lifts out and is easily cleaned. 


re ne coils are independently replaceable 
without special tools. 














on new ranges and for replacement 


4 


means Eleciuc Cooking at Its Best! 


C. B. ROGERS, 1000 Peachtree St., N. E., Atlanta, Ga.; L. R. WARD CO., 2711 Commerce St., 
Dallas 1, Texas; 932 M & M Bldg., Houston 2. Texas; 1239 Frankfort St., Tulsa 5, Okla.; 
W. R. PHILLIPS, P. O. Box 2561, Raleigh. N. —— & CHILTON, 4126 N. State St., 
ac 
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The fan unit is encased in decora. 
tive expanded metal grille and is fin- 
ished in rich ivory baked enamel. ‘The 
18-inch balanced aluminus blade de 
livers 1975 CFM at 1045 rpm, and 
uses 95 watts. The fan operates on 
115 volts, 60 cyles. The unit comes 
complete with eight foot cord and 


plug. 
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710—G-E Coffee Makers 


Manufactured by General 
Company, 1285 Boston 
Bridgeport 2 Conn. 











Electric 
Avenue, 











Five new coffee makers featuring 
wide-mouthed glass bowls to make af- 
ter-coffee cleanup easy have been an- 
nounced by G-E. Basic design o! é the 











unit remains unchanged, but all mod- 
els have been restyled for greater 
beauty and ease in handling. I'ven 






model has the GE “taste-guard” 
which enables the user to make trom 
two to eight cups of coffee with uni 
form strength and flavor. 

Top model of the line is the fully 
automatic P18, which not only makes 
coffee automatically but automaticall 
keeps it warm for additional helpings. 
This model, as well as the tworhea 
P17, has a new Textolite handle 
ially designed for cool, handy pour 
ing, and both of them have the glass 
filter rod that may be cleaned by 
simple rinsing. This rod is an in- 
tegral part of the standard P15 untt. J 
The metal stove of the P16 model 
has been restyled for greater stability. 

Pd * * 


711—Combination Conditioner 


Manufactured by Mimar Products, 
Inc., Brooklyn, N. Y. 

















Comrortair gives relief from hot 
ot cold weather in one, economical 
electrical unit. With a flick of the 
switch, this fan heater combination 
delivers a stream of cool, refreshing 
breeze. In cold weather, the unit 
delivers warm circulating air. The 
streamlined fan and heater coils are 


grille-protected for extra safet 
cd e x 














712—Automatic Roaster 


Manufactured by National Enameling 
and Stamping Company, Milwaukee 
1, Wisconsin. 






















FuL.ty auromartic, the model No. 
109 electric roaster features a built-in 
time clock that turns the roaster on 
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It's easier to make promises than to fulfill them 
... getting action is what everyone is most 
interested in...dependable actions are the key- 
stone of reliability, the basis of stability and 
we believe all the words that could be spoken 
or written could not surpass action for building 
confidence, good will, and continuous success. 





Why ATLANTA ELECTRICAL 
AGENTS SERVE THE SOUTHEAST 


The electrical trade of the Southeast has looked to the members of the Atlanta Electrical Agents 
10 Year Club for service, because 10 years or more of continuous association with these firms 
has firmly established them in the trade as dependable, reliable sources of information and 


material ... firms whose words are backed up by actions. 
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ROYAL ELECTRIC CO., INC. 


RHODE 'StLAND 
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Use coupon on page 64 to ob- 
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and off automatically. The insulated 
stainless steel cover reduces heat 

to a minimum. This model has an 
automatic thermostat with 
light, and a cover raising mecha 
The roaster body and bottom are 
heavily insulated with glass woo 

* * * 





713—Circline Fixture 


Manufactured by W. W. McCulloch, 
605 Polk St., Marietta, Georg 





Mopet 19, using a 32-watt, 12 
diameter circular flourescent tube. 
designed for surface ceiling m 
ing where there are comparatively; 
ceilings such as those found in hom« 

The fixture is constructed of 
aluminum and has a large lucite finial 
which retains the canopy in thc 
ter enclosing the starter. The ref 
tor is designed for uniform light dis 
tribution and the etched and < 
lacquer finish gives efficient reflection 
The reflector can be removed 
washing without disturbing any 
nections. 


x ae ¥ 


715—Air Conditioner 


Manufactured by Airette Manufactur- 
ing, Inc., 1041 N. Sycamore Avenue 
Los Angeles 38, Calif. 


A SINGLE ContROL knob turns Atr- i 
ette, portable air conditioner, on and 
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It doesn’t take a seer to see brisk business 
ahead for Westinghouse Refrigerator Retailers. 
Wise women bent on beating high prices 
choose Westinghouse for outstanding value. 
Add the beauty and food-keeping superiori- 
ties of today’s Westinghouse models. 

No wonder Westinghouse refrigerator popu- 
larity is at an all-time high. 

So are shipments to retailers. We're concen- 
trating on models in most demand .. . the MF-7 
['WO-TEMP freezer-and-refrigerator combina- 
tion that has taken the country by storm... the 
7 and 9-cubic foot standard refrigerators, so 
beautiful, economical and amazing in food 
storage Capacity. 
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There’s life in the Westinghouse line 
expanding sales for you, as one Westinghouse 
appliance sells another and customer tells neigh- 
bor of her satisfaction with Westinghouse. 


“ee 


WESTINGHOUSE ELECTRIC CORPORATION 
Appliance Division «+ Mansfield, Ohio 
Plants in 25 Cities © Offices Everywhere 


Every house needs 


Westinghouse 


MAKER OF 30 MILLION ELECTRIC HOME APPLIANCES 


TUNE IN: Ted Malone... every morning, Monday through Friday... A. B. C. Network 
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switches it instantly to either cold or 
heat. Heat is provided by a specially 
engineered high capacity nichrome 
electric heating element which quick 
ly brings any average size room to the 
desired temperature. 

Cooling is by forced evaporation of 
water through a specially tested aspen 
filter in the unit’s built-in reseryoj; 
which has a three-gallon ca; 

No plumbing connections are neces. 
sary because the unit is completel, 
self-contained. When more water j 
required, it is simply added throu 
the conveient water inlet. 

In addition to Airette’s temperature 
controls, it humidifies, filters and cir- 
culates the air, insuring clean, health 
ful air at all times. The over-all di 
mensions are only 26 inches by 13 
inches by 12 inches. 

x = * 


714—Arvin Table Radio 


Manufactured by Noblitt-Sparks In- 
dustries, Inc., Columbus, Ind. 


ENCASED in a non-breakable cabinet 
and finished in brown, the new table 
model radio, designated as No. 444, 
operates on either ac or d-c. This 
model is designed to retail for $14.95. 
It is available in other finishes at 
slightly higher prices. 

% *« * 
716—Electronic Analyzer 
Manufactured by Weston Electrical 


Instrument Corporation, Newark 11, 
N. J. 


CRESCENT 


W | R E A N >) C A B L E Mobet 769, the new electronic an- 


alyzer, embodies within one inst 

ment a completely stable high tre- 
quency vacuum tube volt meter [or 
measurements on frequencies up [0 
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Attic .. Basement .. Window . . Kitchen 
. . Exhaust . . Pedestal . . Ceiling . . 

Window . . Floor . . Circulators 
DEALERS, CONTRACTORS, ELECTRICIANS, and OTHERS who wish to CASH IN 
on the BIG PROFITS being made on FANS, write or wire us today. We will have our 
representative call upon you to explain and assist you in a most profitable mer- 
chandising plan. 


C & H AIR CONDITIONING FAN SALES, INC. 
163 WALTON ST., N. W., ATLANTA 3, GA. 


























IMMEDIATE DELIVERY 
EXPANDED PRODUCTION 


Greatly increased production facili- 
ties enable us to meet the constantly 
growing demand for ADVANCE Bal- 
lasts. ..now made to meet all Fluor- 
escent lighting needs. 


60 cycle 30 cycle 


118, 150, 208, 
220 and 236 Volt 


Single and double 15, 20, 30 
& 40 Watt 


High Power Factor & Low Power 


rr Factor. 
ADVANCE ™ New convenient size 
32 Watt CIRCLINE 


Ballasts give as- ay BALLAST. A stream- Aovance 
surance of continuous : lined Ballast at a 


performance, for only one out streamlined price. TRANSFORMER 
of every ten thousand ADVANCE WRITE FOR co. 
Ballasts made has ever been returned. INFORMATION. 


1112 W. CATALPA AVE. @e CABLE ADDRESS: ADTRANS e CHICAGO 40, ILL., U. S. A. 
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For the motor repair contractor—or the electrical maintenance shop— 
IRVINGTON supplies a// flexible varnished insulation requirements. 


IRVINGTON INSULATING VARNISHES — synthetic varnishes of high dielectric 
strength and moisture resistance. . . 

HARVEL INSULATING VARNISHES — internal drying phenolic varnishes with 
exceptional bonding and penetrating power—save time and money on 
multiple coating . . . 

iRV-0-SLOT— easy forming, non-bulking slot insulation... 

VARNISHED CAMBRIC AND TAPE — for coil wrapping and phase insulation... 

VARNISHED FIBERGLAS and SILICONE VARNISHED FIBERGLAS— for high tem- 
perature operation and greater overload protection... 

VARNISHED TUBING and SATURATED SLEEVING — for insulating lead wires... 

VARNISHED CANVAS— for field coil pads, insulating washers and com- 
mutator end windings. 


Test samples and further information on these 
Irvington insulations on request. 


IRVINGTON 


VARNISH & INSULATOR CO. 
Irvington 11, New Jersey 


EAT 
Fypv Noto \ 
/ oh 


SENG | Nib f 








Use coupon on page 64 to ob- 
tain additional information on 
these new electrical products. 





300 megacycles, an electronic volt 
ohmmeter, and a complete 10,000- 
ohm-per-volt d-c and  1000-ohm 
per-volt a-c multimeter. Use of a 
new type, unity gain d-c amplifier, i 
corporating both regeneration and de 
generation, achieves remarkable sta 
bility of the electronic circuits in the 
vacuum tube volt meter and the elec 
tronic volt ohmmeter. Model 769 
is completely line isolated and lin 
insulated to reduce external radic 


frequency influence. 
Bcd * co 


717—Bantam Range 


Manufactured by Landers, Frary & 
- Clark, New Britain, Conn. 


OPERATING on any appliance cir- 
cuit, this batam electric range has an 
oven large enough to roast a 22 pound 
turkey. There are two units for sur 
face cooking. 

Imbedded coils are wrapped around 
the all-steel heavily insulated, porce 
lain enamel oven lining to provide a 
maximum input wattage of 1650 watts 
thermostatically controlled for baking 
and roasting. Two units mounted on 
steel frame are interchangeable for 
broiling operation or surface cooking. 
Oven door and oven lining are porce 
lain enamel, and all other surfaces ar 
baked white enamel finish with 
chrome trim. Also featured in the 
unit are two sliding shelves which can 
be placed in six positions, a perma! 
ently attached six foot cord, and a 
roomy two-shelf, all-steel cabinet fc 
storing utensils and. kitchen accessor 
ies. The over-all size is 22% inche: 
wide, 14 inches deep and 42 inches 
high. 
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QUICK-PROFIT 
Now [| — 


SPECIAL 


6” adjustable window vent fan. 
Real totally enclosed motor. 110 


volts, 60 cycle, A. C. 
Bonded and _ baked * 75 


white enamel finish. 
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ITEMS YOU CAN GET 





Tax zm a 





Immediate Shipment 








SQUARE FRAME 
EXHAUST FANS 


Wire guard = support 


protects and allows free 
air movement. 


10” $9.50 
12” 12.50 
16” 15.40 
18” 22.00 
110 volts, 60 cycle, 


A.C, All prices include 
Excise Tax. 



























Immediate shipment 


BELT DRIVE 
EXHAUST FANS 


Less Motor: 


24” $16.00 
30” 25.00 
36” 39.50 
42” 45.00 
48” 49.50 


With motor: 
































L” Junior Model 25.00 
14, 1%, and 2” Triple 
Seal Model $50.00 
Immediate Shipment 













Due to present conditions, specifi- 
cations and prices subject to change 
without notice. 
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24” $36.00 
30” 46.00 
36” 69.50 
42” 85.00 
48”° 99.50 
Immediate shipment 


HOT WATER 
CIRCULATORS 


MANUFACTURING CO. 
WEST BERLIN, NEW JERSEY 











AIR CIRCULATORS 





























16°" counter 

model $17.50 

16” deluxe counter 

model $22.00 

20” counter 

model $27.50 

20” floor model 

with steel base 
$35.00 

20” floor model 


with cast iron 


base $39.50 
24” floor 
model $55.00 


All 115 volts, 
60 cycle, A.C. 
All prices include 
tax. 
Immediate 
shipment 














SUMP PUMPS 


Complete with motor 


O50 


Immediate shipment 













































Your Luck With Fuses 
Improves When You 


: Specify 


‘ 
= 


poner 
















BUILT WITH AN ADEQUATE 
AMOUNT OF 


»), —| | eg 
| Manarchid s 





incnewanek 
| Fuses 


~ 





118 E, FIRST ST. 


BRAS 





for 


BETTER HEAT 
DISSIPATION 


Completely Approved 
® 


Complete Line of 
Knite Blade & Ferrule 
Types 
S 


Simple to Renew 





JAMESTOWN, N. Y. 
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I cay 


Use coupon on page 64 to ob. 


tain additional information on 
these new electrical products, 











718—Floor Polisher 


Manufactured by Toadroy Manufac. 


turing Co., 300 Oxford Road, We! 
ington, Kansas. 










] 














QUICK, EASY POLISHING of the 
floors can be accomplished with this 
14-pound floor polisher. All moving 
parts of the polisher are concealed 
under an_ attractive highly-finished 
aluminum casting. The motor which 
is geared directly to the brush, is dust- 
proof, grease packed and sealed. The 
brush speed is 500 rpm. 

The handle always stands upright 
and within easy reach. Very little 
storage space is required for this de 
vice. Equipped with a 25-foot red 
Geon insulated cord, the polisher op 
erates on 115 volts a-c and d-c. 

* xe x 


719—Hotpoint Refrigerator 


Manufactured by Hotpoint Inc., 5600 
West Taylor Street, Chicago 44, Ill. 


S1x INNOVATIONS that are ‘“‘complete 
ly 1947” are incorporated in the mod 
el EC 10-1 10-cubic-foot model 
frigerator, in addition to distinctive 
exterior style that features graceful flut- 
ing. The speed freezer, with a cap 
acity of almost one cubic foot, pro- 
vides for thirty-one pounds of frozen 
food to be kept at temperatures as low 
as 13 degrees. 

A flexi-cold storage compartment 
is adjustable to several positions for 
































Cuild LINE SECURITY «zz CHANCE ANCHORS 
,. othe NEVER-CREEP Bolts through Solid Earth 


Chance Never-Creep Anchors offer the greatest possible 
line security under normal guying conditions because 
they are not dependent on the tamping of filled-in earth 
for their holding power. They pull entirely against solid, 


undisturbed earth. They are not subject to serious loss of 


holding power due to moisture seepage. Tests, over a : This high strength, forged steel rod is cpsletad? | 
j for easy driving through solid earth and features 


period of many years, prove that moisture penetration , the feinows wapeeveed Chencs/ Thiele 
has less effect on the holding power of Never-Creep . 


Anchors than on any other type of anchor. 
This dependability, plus ease, simplicity and speed of 
installation has made Never-Creep Anchors the prefer- 


ence of utility men for many years. 


, i ej 1. Full rounded eye protects strand at varied 
Now the Never-Creep has been improved by rein- £ angles, aids a ode 


forced steel construction — it is better than ever before! & J 2. Groove fits snugly around strand and 
prevents spreading. 





BORE yy 2 DRIVE HANG 
THE HOLE xd A\\\) THE ROD THE PLATE 





How much will an 
anchor HOLD? 


Chance engineers have de- 
veloped a new formula for 
determining the type and kind 
of anchor to use for every guy- 
ing condition. Your copy is 
ready and will be sent upon 
request. 


CA71SA 


NOUSTRIE = 
Y 
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perfect meat refrigeration. A remov- 
able top shelf provides additional 
space for bottles. Two small pack- 
age shelves are provided. Two high 
humidity storage compartments for 
fruits and vegetables have transparent 
glass tops. A basket sliding adjusta- 
ble shelf is another innovation. <A 
protective rail prevents dishes from 
tipping when the entire shelf is re- 
moved. 

The trigger-action latch automatic- 


touch, and a left-over rack is pivoted 
to swing out of the cabinet for easy 
removal of its four glass-covered jars. 
The refrigerator dimensions are 63 
inches high, 30 inches wide, and 29 
inches deep. 


* 
a 


731—Fluorescent Fixtures 


Manufactured by Fluorescent Fixtures 
of California, 2779 Folsom Street, San 
Francisco, Calif. 














eset 


“All-Brite’ HINGE-MASTER 


MAINTENANCE and installation time 
is greatly reduced with this fluorescent 
fixture, according to the manufac- 
turer. The “All-Brite’’ Hinge-Master 
has a hinged glass bottom which will 
drop to either side allowing greater 


door with finger-tip 


accessibility for changing tubes, clean- 











for SAFETY 








Thee pitty Line 
































“Jiffy” SNAP-IN BLANKS 


(KNOCKOUT SEALS) 

Safety rules, as well as Underwriters’, require every knockout 
in a switch or outlet box be sealed, if not in use. Many times 
circuits are taken down and the knockout is forgotten. Every 
opening should be sealed — and the quickest, easiest, and 
least expensive way is with “Jiffy” Snap-In Blanks. One 
piece — they snap in. All sizes for ¥2” to 2” conduit 
knockouts. 


“Jiffy” Adjustable HOLE CUTTER 
CUTS HOLES FASTER 


“JIFFY” CUTTER makes quick easy work of cutting opera- 
tion. Cuts holes from 34” to 6” in diameter through any gauge 
sheet metal, cast iron or steel up to 34” thick. Will also cut 
slate, marble, bakelite and other fiber materials. A timesaver 
on switch-box jobs that usually require extra holes where there 
are no knock-outs. Compact, light weight. Useful in switch- 
board building, industrial plants, sheet metal shops. Ratchet 
wrench and spring pressure permits easy operation in corners, 
on ceiling or in any cramped position. 


“Jiffy” SOLDER DIPPER 


A practical tool for electricians. It doesn’t spill or waste 
solder or burn the insulation. It solders 50 to 75 joints with 
one heat. Solders every joint perfectly. Lasts a lifetime. 


Write today for Jiffy Folder ES. 


CLYDE W. LINT 


Room 305, 1144 W. Washington Blvd., Chicago 7, Ill. 











ing and other maintenance. A hing. 
ed fixture body permits access to bal- 
last and sockets and facilitates hang 
ing or repairs. The “Hinge-Master” 
is available for four 20-watt or four 
40-watt tubes and is made with either 
louvered or plain glass bottom. 








News from the South 





Birmingham, Ala.—Southem 
Woodenware and Hardware Com- 
pany, 2409 Morris Avenue, has been 
appointed exclusive Garod distribu 
tor for the entire state of Alabama 

x * x 

Montgomery, Ala.—Delaney’s, 
which handles radios, electric refrig- 
erators, washers and small house. 
hold appliances, has occupied new 
and larger quarters at 220 Dexte: 
Avenue. A. L. Riley is manager 

: & * 

Batesville, Ark.—Formal opening 
was held recently by Roy Row, Inc., 
new appliance and electric suppl; 
store on Main Street. 

x * * 

Benton, Ark.—The Smithers 
niture and Appliance Company, 
which recently purchased the Due 
Furniture Store, have moved both in 
to the Watson building at Market and 
Conway streets, under the name of 
Smithers Supply Company. The new 
firm is owned and operated by C. O 
Smithers and sons, Clomer and Reece 


Clarksville, Ark.—The Clarksville 
Electric Shop, owned by Mr. and 
Mrs. Carl Bishop, has been sold 
Frank Meins of Stuttgart, Ark. 

xx * xe 

Little Rock, Ark.—Arkansas Deep 
freeze dealers were guests of the 
Wholesale Appliance Company a 
meeting held at the Hotel Albert 
Pike. The principal speakers includ- 
ed T. F. Elrod, of Atlanta, Ga., re- 
gional sales manager for the Deep 
freeze Company; John P. Strange 
Dallas, Tex., district sales manager; 
Conrad Ahrens, co-owner of the 
Wholesale Appliance Company, and 
R. G. Hamilton, field representative. 

~ ar x t 

Little Rock, Ark.—R. D. Elgin and 
James A. Wellons are president and 
vice-president, respectively, of the 
newly incorporated General Air Con: J 
ditioning Corporation, 122 East 
Third Street. Mr. Elgin said the cor- 
poration will operate through a state- 
wide dealer network for wholesale 
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The 


2nd International Lighting Exposition 
Announces 











eRIT Awarp (ERTIFICATE 


or Electrical Contractors... Electrical Wholesalers... 
Architects...Utility Lighting Men...Consulting Engineers 





on the Subjeet 


“What Planned Lighting Can Do” 


Offering Merit Award Certificates for Planned and 


Engineered Lighting Installations Completed in 1946 
and 1947, plus 12 Gold Seal Awards of $100 each. 


URING this year or last, you 

have doubtless had a part in 
the designing, planning or produc- 
tion of at least one industrial or 
commercial lighting or floodlighting 
installation that has proved excep- 
tionally effective...an outstanding 
example of the benefits to be derived 
from lighting properly planned 
and installed. 

It is to direct industry-wide 
attention to such achievements... 
to stimulate thinking along similar 
lines among the thousands who will 
attend the Exposition, that this 
competition on “What Planned 
Lighting Can Do” is sponsored by 
the 2nd International Lighting 
Exposition and Conference. 

For you, this represents a unique 
opportunity to contribute to the 
knowledge of better seeing through 
better lighting. Further, thousands 
will see your entry on display at the 
[Exposition and reported in the trade 
magazines, and thus you and your 


r---— 


ELECTRICAL SOUTH for JULY, 1947 


| EXPOSITION and CONFERENCE 
Room 818, 326 West Madison Street 

| Chicago 6, Illinois 

At no cost or obligation to me, please send city 

to the address at right an entry blank, 

rules and complete details of the Interna- 

tional Lighting Exposition Merit Awards. 


Closing Date 





company will gain nation-wide rec- 
ognition for your accomplishment. 


4 separate competitions with 
opportunities for joint entries 
There will be separate competitions 
for each of the following groups: 
1. Electrical Contractors 
2. Utility Lighting 
Representatives 
3. Architects and Consulting 
Engineers 
4. Wholesalers’ Lighting 
Specialists and Salesmen 


Thus, for example, Electrical Con- 
tractors’ entries will compete only 
with submittals from other Electrical 
Contractors, Utility Men’s entries 
will compete only with other Utility 
Lighting representatives’ entries, 
etc. In addition, where the installa- 
tion is the cooperative work of men 
in two or more of the above 
classifications, the entry may be 


NAME__. 


: Sunday, August 31, 1947 






submitted by the two or more 
involved, and entered in each of 
the applicable classifications. 


Merit Awards and 

Gold Seal Cash Awards 

From the entries received, the Board 
of Judges will select those which are 
judged eligible for Merit Award 
Certificates. All of these will be 
»laced on exhibit at the Exposition. 
fn addition, the judges will select 
the twelve judged best, three from 
each classification, which will 
receive Gold Seal Merit Awards of 
$100 each...a total of $1200 in cash 
yrizes. Decision of the Board of 
Se en is final. 


Send for Official Entry Blank 
and Rule Book 

For an official entry blank and a 
copy of the rules, write or mail the 
coupon today. Along with rules will 
be sent helpful suggestions on the 
preparation of entries. 






All entries must be postmarked on or before August 31,1947—so MAIL THIS APPLICATION AND RULES REQUEST TODAY. 


: MERIT AWARD COMMITTEE 
2nd INTERNATIONAL LIGHTING 








ADDRESS 





ZONE 





PLEASE PRINT PLAINLY 





“Plan Tomorrow's Lighting Today” aZ Z4e 2nd INTERNATIONAL LIGHTING EXPOSITION and CONFERENCE 
Chicago, Nov. 3-7, 1947, Stevens Hotel. Sponsored by INDUSTRIAL and COMMERCIAL 
LIGHTING EQUIPMENT SECTION of the National Electrical Manufacturers Association 
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and retail sales of equipment for air- 

conditioning, heating and refrigera- 

tion. The firm will have a service 

department headed by P. H. Vaughn. 
* * K 

Lakeland, Fla.—The Dugger Elec- 
trcial Supply Inc. has been incor 
porated here. 

a. oa 

Miami, Fla.—Fraben Refrigeration 
Company, Inc., here, has been grant- 
ed a charter to engage in the refrig- 
eration business. Authorized capita] 
stock is 100 shares, no par value. In 
corporators are Frank ‘Terranova, 
Benjamin Block, and Marietta Ter- 
ranova. 

S «x bad 

New Orleans, La.—The Appliance 
Mart, handling radios, records and 
home appliances, has just opened for 
business at 619 South Carrollton 
Avenue. 

Eureka, Kan.—Howard G. Worrell 
and Glen A. LeVieux have opened a 
plumbing and appliance company at 
116 North Main Street. Mr. Wor- 
tell will handle the plumbing, heat 
ing, etc., while Mr. LeVieux will be 
in charge of radios, refrigerators. 


washers, and other appliances. Their 
moder and fully-equipped shop will 
handle all radio repairs. 
ae x ~ 
Holton, Kan.—The Allbright Elec- 
tric Company has been purchased by 
Raymond D. Douglas. Mr. Douglas 
will carry on an electrical contract- 
ing business and will have a line of 
fixtures and appliances. 
.“ = = 


Iola, Kan.—Melvin Bell has _pur- 
chased the Logan Reynolds Appliance 
Store at 203 South Washington Ave- 
nue. The store will specialize in 
electrical appliances only. 


Wichita, Kan.—Henry Hay, for 
many years connected with service 
departments of various appliance dis- 
tributors, announces the opening of 
his own business, Wichita Appliance 
Service, 814 East Central. Mr. Hays 
will have as his associate, George 
Lawrence, who is experienced in 
service and repair of appliances. 

* ok ok 


Louisville, Ky.—The 20th Century 
Refrigeration & Air Conditioning 
Corporation, this city, has been or 
ganized with capital stock of $100,- 
000. Incorporators are Clifford M. 








IF SO—WRITE NOW for the new 
_qHARCO 1947 CATALOG 


rao ae 


LIMITED EDITION Due to Paper Shortage... 
WRITE FOR YOUR COPY AT ONCE!! 


2456 NINTH STREET, N. W. WASHINGTON 1, D. C. 


of complete up-to-date information 


on all makes of ELECTRIC 
MOTOR PARTS, BEARINGS 
BRUSHES, CAPACITORS 
COUPLINGS and PULLEYS 





and Reginald D. Steinmann and An 
drew F. Helm. 
x %* « 

Louisville, Ky.—Capitalized at $10,- 
000, Dixiana Distributors, Inc., has 
just been organized to deal at whole- 
sale and retail in electrical and other 
supplies, radios and other merchan- 
dise. Incorporators are Joyce § 
Chick, Charles W. and Betty Rose 
McKay. 

~ = « 

McKee, Ky.—Sales & Service Radio 
Company has filed articles of incor 
poration, listing authorized capital 
stock as $3,500. The incorporators 
include Lucian H. and Geneva Moore, 
and Emanuel and Alene H. Hol- 
comb. 


Newport, Ky. — Bonar-McDonald, 
Inc., has been granted a charter | 
the Secretary of State to install heat- 
ing and refrigerating equipment and 
weather protectives. Authorized cap- 
ital stock is $10,000. Incorporators 
are Claude G. and Douglas G. Bonas, 
Hugh N. and Evelyn N. McDonald 

Laurel, Miss.—A new 25-year fran- 
chise for furnishing electrical power 
to the citv of Laurel was voted to 
the Mississippi Power Company in a 
special election. The vote was 614 
ror and 605 against. Under the new 
‘ranchise the city will receive two per 
cnt of the gross revenue. 


* 


Herumitage, Mo.—A new electrica 
shop, the Donovan Electric Com 
pany, will be opened soon. § (tt 
Jonovan and son, Jimmie, local cle: 
tricians, are the owners and opera! 

ro & 


< 


St. Joseph, Mo. The Stan 
Electric Company began its 35th yea 
in business recently in its new build- 
ig at 317 Felix Street. Herman | 
Hoecker, proprietor, has been in thi 
electrical construction and appliance 
business continually since 1913. 

x & 

Asheville, N. C.—The Union Elec- 
tric Company has just opened f 
business at 24 Biltmore Avenue. C. 
A. Mayhew and George J. Pipper, Jr., 
owners of the new firm, expect to 
handle ranges, refrigerators, radios, 
and other electrical appliances as they 
become available. Mr. Mayhew was 
manager of the Union Electric Coim- 
pany in Kinston, N. C., prior to op- 
ening the new firm. 

* * «x 

Boone, N. C.—Howard W. Honey- 
cutt, electrical contractor, has been 
appointed electrical inspector ‘OF 
Guilford County, N. C., with hea¢ 
quarters in Greensboro. 
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Charlotte, N. C.—Calvin D. Mit- 
chell, president of Southern Appli- 
ances, Inc., this city, and Al Durant, 
manager Of the firm’s Eureka appli- 
ance department, recently conducted 
2 showing of the Eureka automatic 
cordless iron and the Eureka home 
cleaning system and vacuum cleaner 
it the Charlotte Hotel. Some 200 
electrical appliance dealers from the 
two Carolinas were in attendance. 

x *« & 

Greensboro, N. C.—Max I. Miller, 
former district engineer for Carolina 
Power & Light Company in Raleigh, 
has become associated with the 
Bakami Construction & Engineering 
Company, Inc., here, as vice-president 
ind secretary. 

x a K 
FE} Reno, Okla.—The western divi- 
sales office of the Oklahoma 
Gas and Electric Company will be 
moved shortly from Oklahoma City 
to E! Reno, in order to place it closer 
to the center of the division’s acti- 
ities. Roy Taylor is divisional sales 
manager. 
* * m 

Perry, Okla.—Chcrokee Strip Radio 
Company, of Perry, has been organiz- 
ed with capital stock of $50,000. The 
ncorporators include W. K. Leather- 
yk, Alva Leatherock and Milo W. 
Watson, all of Perry. 

x *« * 

Tulsa, Okla. — Representatives of 

banks, finance companies, distribu- 

ind 40 Tulsa appliance dealers 

ittended a get-acquainted meeting of 

the Tulsa Appliance Dealers’ Asso- 

tion in the Public Service Auditor- 

ium recently. Raymond Pickett, as- 
sociation president, presided. 

x x *x 

Columbia, $. C.—Capital Lighting 
Supply Company has been incorpor- 
ated with capital stock of $10,000 to 
leal in lighting fixtures. Clyde M. 
McLean is president. 

* x bs 

Columbia, §. C.—The Starr Elec- 
tne Company, offering a new, com- 
plete service for radios, refrigerators 
ind small appliances, announces re- 
moval of the retail department from 
231 North Greene to 255 North 
Greene Street. The maintenance 
tvice and contracting department 
will remain at 231 North Greene, it 
was stated. 


+ 
ic 


cs Bs x 


Marion, §. C.—Ben Guase is the 
owner of The Guase Company, a 
new company handling all types of 
electrical appliances. The store is 
located on Main Street. 

* * x 


York, $. C.—Brice Appliance Com- 
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Klectrical Exhibits Announced 


Reservations are now being accepted for 
exhibit booth space for the 19th Annual 
Meeting of the Southern Section, IAEI. 


The 19th Annual Meeting of the All but five of the 38 booths avail- 
Southern Section, International Asso- able will be arranged around the three 
ciation of Electrical Inspectors, to be walls of the auditorium where the 
held at the George Washington Ho- _ meetings will be held. The other five 
tel, in Jacksonville, Florida, October booths are to be located in the lobby 
27-29, 1947, will be the first such of the auditorium. 
meeting to sponsor an electrical cx- All booths are of uniform size, mea- 
hibit since before the war. suring 8 feet in width and 6 fect in 

The arrangement of booths is such depth. The charge for all booths for 
that exhibitors will be assured of good the duration of the meeting will be 
attendance. The meeting will be held $25. 
in the new auditorium of the hotel Reservations for space should be 
which has a seating capacity of 2,200. addressed to: 

Mr. W. A. Stall, Chairman 
19th Annual Meeting, Southern Section, IAEI 
Room 101, Engineers Building Jacksonville 2, Florida 
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Easily-Assembled 
WINDOW FAN 


MAFT COLLAR SHAFT} 


For a Bigger Profit Margin 


Assemble-it-yourself for a bigger profit 
margin, or sell as is and let your customers 
do the assembling. Easily put together. 
Save the difference in shipping and high 
cost labor. Beautifully designed, quiet, 
efficient. Write today for circular showing 


sizes and prices. 


S.J. STEWART [ELECTRIC] 


527-31 St. Joseph St. New Orleans 13, La. 
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pany has been incorporated with cap- 
ital stock of $10,000 to deal in elec- 
trical appliances. W. M. Brice is 
president of the company. 

eK x aS 

Chattanooga, Tenn.—A charter has 
been granted to the W. L. Jackson 
Manufacturing Company, 1221 East 
Fourth Street, to manufacture and 
sell electric water heaters and other 
appliances. Incorporators are W. L. 
Jackson, Morris Quinn, Charles B. 
Standifer, and Burris K. Moore. 

a 

Memphis, ‘Tenn.—A new outlet for 
vacuum cleaners and appliances is 
State Vacuum Stores, which has just 
opened for business at 55 South 
‘Third Street. 

x x & 

Memphis, Tenn. — Featuring elec- 
trical appliances, etc., the Roy Good 
Furniture Company, in business at 
South Memphis for the past 20 
years, has occupied a new building 
at Kerr and Gaither Streets. 
ae xe Y 
Tenn. — With F. H. 
Pierson as manager, Castner-Knott 
Dry Goods Company has opened a 
suburban appliance store at 2803 
West End Avenue. 


Nashville, 


Dalias, Tex._John E. Bigler has 
been appointed district sales promo- 
tion manager for the Westinghouse 
Electric Supply Company’s South- 
western district, with headquarters in 
Dallas. 

Texas Distributors, 
Inc., air-conditioning, _ refrigeration, 
heating and ventilation equipment 
distributors, have occupied new and 
larger quarters at 3914 Live Oak. J. 
B. Lowe, president, says his firm, 
which also does contracting and engi- 
neering in these lines, will occupy the 
major part of a new 70x80-foot bulid- 
ing, which, with the lot, represents 
an investment of $50,000. 

x *e * 


Dallas, ‘I'ex. — 


Dallas, ‘Tex.—Formal opening of 
The Lakewood Shop, 6316-26 Gas- 
ton Avenue, enlarged and remodeled, 
was held recently. ‘The shop handles 
appliances, radios, records, ete. 

wh x“ *x 

EF] Paso, Tex.—The El Paso Elec- 
Association has been formed 
with ‘Tim Reeves as president, N. 
Vilerdell as vice-president, Angel 
Aguila as secretary, and Spike Mec 
Closkey as treasurer. The member- 


tronic 











EFFICIENCY 
NESTED 
CONDUCTOR 
RACKS 


ship will include radio and other elec. 
tric appiance = — shops. 


Portsmouth, Va —The West Appli 
ance Company has been purchased 
by Philip Brodie & Company, furni 
ture dealers. The company will « 
tinue to operate the appliance st 

% we * 


Roanoke, Va.—Reid & Cutsh 
featuring Westinghouse and Ph 
electrical appliances, furniture, 
has reopened for business at 
Campbell Avenue, S. W., one b 
above their previous location. 





News About People 





Harold V. Engh, executive 
president of Anaconda Wire & ‘| 
ble Company, New York, has | 
elected president and general 
ager of The Pyle-National Compan; 

Mr. Engh began his business car 
er with Chicago Insulated Wire & 
Mfg. Company and rose. stead 


Harold V. Engh 


@ Simplicity is keynoted in the design of 
the EFFICIENCY bushing rack. Note that 
a single bolt supports the bushing and at fore 
the same time clamps the bushing support 
to the rack. Each fitting is a separate unit 

. permits the installation of each cable 
independently. 

The EFFICIENCY rack is constructed of 
standard rolled steel channel — sizes accord- 
ing to size of bushings and number of mount- 

Nested Conductor Racks ings for each rack. Bushing supports are 

available for Cable diameters malleable iron. For A-C service a brass half 

from 5/16” to 2-3/8". is furnished. Bushings are glazed porcelain, 
extra large and heavy. 


Complete information on all EFFICIENCY Electrical Devices 

ie nite a wa el pel oF Sy 7 wad of Walker Electrical Company, At 

lanta, Georgia, announces the «ap 

MANUFACTURERS OF EFFICIENCY pointment of Curtis H. Stout, of Lit 

ELECTRICAL DEVICES FOR CONDUIT, tle Rock, Arkansas, as representative. 

WIRE AND ue toes Mr. Stout will have as his territory 

_ ne the state of Arkansas, western Ten- 

nessee, and the northern portions of 
Mississippi and Louisiana. 


serving in various departments. 
reaching his twenty-seventh 
birthday, he was elected vice-presi- 
dent of Illinois Wire & Cable Com 
pany. In 1928 he became president 
of Inland Cable Company, and when 
Inland consolidated with Anaconda 
Wire & Cable Company in 1929, 
Mr. Engh joined Anaconda as vice 
president. 


Carl P. Owens, general manage! 
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A. E. Caignon has been appoint- 
ed Southwestern district representa- 
tive for General Electric clocks, heat- 
ers, heating pads, heat lamps and 
sun lamps, it has been announced by 
R. V. MacDonald, district manager 
ff the company’s appliance sales. 


x mK 


Earl R. Mellen becomes president 
the Weston Electrical Instrument 
Company following the election. of 
fficers at the annual stockholders 
ng. He succeeds Caxton 
Seown, who was elected chairman of 


Earl R. Mellen 


cutive committee, a new posi- 
Edward F. Weston continues 
tirman of the board. 

Ir. Mellen joined the Weston or- 
ition in 1917 and was made 
irer in 1928. Since 1944 he has 

is executive vice-president and 


Charles A. Burton has been ap- 
| assistant general sales man- 

f the Lighting Division of Syl- 
Hlectric Products Inc., accord- 

in announcement by B. K. 
kstrum, general sales manager 
aCOuNy. Mr. Wickstrum re- 
vealed the appointments of George 
W Field and Ralph E. Niedring- 


C. A. Burton 
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FOR OUTDOOR SPORTS Annas? AWE 
PARKING LOTS, INDUSTRIAL 
PROTECTION AND SIGNS 


ABolite open type floodlights provide highest degree of 
efficiency for outdoor applications of all kinds. Durable, 
white porcelain reflecting surface gives high reflectivity. 
uniform distribution. Sturdy, adjustable, cast aluminum 
brackets designed for either open or concealed wiring. 
ABolite angle reflectors in symmetrical, rectangular and 
elliptical types are equipped with Easy Detachable holders 
for horizontal or vertical pipe mounting. Die-cast holders 
are weatherproof, sturdy, easily installed. Reflectors can 
y be removed for maintenance without disturbing wiring. 
SEAF ~~ 1000 The wide-spread angle type illustrated is recommended 
GLSPTICAL ASSOLE for ral and emblem sign lighting. These Easy Detach- 
gene sign lighting e Easy Detac 
able angle reflectors are also applicable fo: playgrounds, 
industrial plants, parking lots and other outdoor appli- 
cations. 
Sold through wholesalers 


Light right 
with 


EDKH — 100 
WIDE SPREAD ANGLE i 
oo JONES METAL PRODUCTS CO., West intend, ar, 

















ECONOMASTER 
Ventilating 
Fans 


High Quality — low price 
that’s the combination Econo- 
master ventilating fans offer 
you for more sales and happier 
customers. Tempered sheet 
aluminum blades for maximum 
air output for minimum operat- 
ing cost. Heavy guage all steel 
frame and front. Best quality 
motors, mounted on rubber 
cushions to reduce noise level 
and vibration. 


Interested Distributors Write 


ECONOMASTER SALES,:-INC. 


128 EIGHTH AVENUE, NORTH e NASHVILLE, TENNESSEE 








haus, who will head the Central and 
Fast Ceneral Divisions of Sylvania 
Electric’s sales forces, respectively. 

Working directly under Mr. Wick- 
strum in New York City, Mr. Bur- 
on’s new duties include supervision 
over National Accounts, Commercial 
Engineering, U. S. Government sales, 
and the Sylvania Lighting Center. 
He joined Sylvania Electric as Mil- 
waukee territory salesman in 1938, 
soon after his graduation from the 
University of Wisconsin, and was 
subsequently named district manager 
of the Milwaukee, Minneapolis and 
Omaha territories and, later, man- 
ager of the Central Division. 


+e & 


N. H. Schlegel, who has been ad- 
vertising manager of Cory Corpora: 
tion for the past year, has just been 
named director of advertising and 
sales promotion. 

In his new capacity Mr. Schlegel 





N. H. Schlegel 


will head ail public relations and sales 
promotion of Cory Corporation in 
addition to continuing as head of 
advertising. 


The Shaw Distributing Co. of 
Charlotte, N. C., distributor of home 
appliances in the two Carolinas, an- 
nounces througn O. N. Shaw, presi- 
dent, the appointment of Earl E. 
Funderburk to their sales organiza- 
tion. 

Mr. Funderburk has just returned 
from the Coleman Factory at Wich- 
ita, Kansas, where he was given a 
two weeks’ training course in sales 
and service on Coleman Products. 
He will travel the South Carolina 
territory. 


* bd * 


G. S. Perkins has been appointed 
sales manager of General Electric’s 
deluxe line of receivers, the Musa- 
phonic, according to Paul L. Cham- 
berlain, manager of Receiver Divi 


84 


sion sales in the company’s Elec- 
tronics Department. 

Mr. Perkins has been receiver re- 
presentative for northern California 
and Nevada. He will have his head- 
quarters at the G-E_ Bridgeport, 
Conn., plant until the Receiver Di- 
vision moves to its new location at 
Electronics Park, Syracuse, N. Y., 
later in the year. 

* * * 


The Miller Company, of Meriden, 
Conn., has appointed C. H. Phillips 
as field sales representative of its Il- 
luminating Division, to cover the 





C. H. Phillips 


Tennessee, North Carolina, and South 
Carolina territories. 

Mr. Phillips has had twelve years’ 
experience in the lighting industry, 
with contractors, distributors, and as 
factory representative in the field. 
He will reside in Greensboro, N. C. 

B. W. Clark, vice-president of the 
Westinghouse Electric Corporation, 
has announced the appointment of 
J. H. Jewell as manager of Apparatus 
Sales, with headquarters in Pitts- 
burg. 

A veteran of 27 years with West- 
inghouse, Mr. Jewell has been man- 
ager of the company’s Industry Sales 
Department since 1944. He _ has 
been serving recently as acting man- 
ager of Apparatus Sales. 

* * a 

Announcement has been made by 
A. B. Chance Company, Centralia, 
Mo., of the appointment of two new 
men to its engineering staff. 

Hugh A. Triplett, formerly chief 
engineer of Schweitzer and Conrad, 
Inc., will be in charge of engineering 
the company’s line of power switch- 
ing equipment. Mr. Triplett holds 
more than 40 patents in the field of 
power fuses and power switching 
equipment. 

Bruce O. Watkins, who was for- 








merly with the Bureau of Reclama- 
tion, has been appointed construc- 
tion and maintenance equipment 
engineer. Mr. Watkins has served 
on various standards committees in 
the REA and AIFE. 


* x * 


Vice-President Carroli D. Hepler 
has been placed in charge of all sales 
activities of the Trumbull Electric 
Manufacturing Company, accordin 
to an announcement by E. T. Cazi- 
son, president of the Plainville, Con- 
necticut corporation. 

A native of Seattle, Mr. Hepler at- 
tended the University of Washingt 
He was employed as assistant to tl 
president of the A. G. Manufacturing 
Company of Seattle and Los Angele 
when that firm was acquired by the 
Trumbull Company in 1929. In (¢ 
tober of that year he was appointe 
manager of the Trumbull Seatt 
plant, and in 1933 was elected vice- 
president and general manager of the 
Trumbull Pacific Division. 

Mr. Hepler became president 
the Trumbull Pacific Division in Jan- 
uary, 1945 and was elected vice-pré 
dent of the parent Trumbull corp: 
tion a year later. In this latter capa 
ty he has been responsible for 
manufacturing activities during 
past year and a half. 

John Winslow Hubbard, chairn 
of the board of Hubbard & Company, 
of Pittsburgh, passed away at the 
of 82 in an Atlantic City hospital 
June 3rd. In addition to his aff: 
tion with Hubbard & Company, ° 
Hubbard served as director for twe 
other corporations. 

Mr. Hubbard was born in Pitts- 
burgh and attended local public 
schools, graduating from Pennsy] 
ia Military College in 1887. He 
went to work for his father, Charles 





J. W. Hubbard 
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Hubbard, who manufactured shovels, 
ma- axes, saws, and other hardware. 
ruc Hubbard & Company, as the firm 
ent was known, had many large orders 
ved for shovels but the largest probably 
in was the order to supply the shovels 
needed to dig the Panama Canal. 
In 1900, however, Mr. Hubbard : 
expanded the operation of the com- = 
in pany to include pole line hardware < 
~i . . 
' hich eventually became the biggest ; 
ale rei Rages ae 88 Fine performance has 
part of their business. : BR 
tric been a point of pride 
1n _- with SEPCO distribu- 
arl- sa tors and dealers for. ete 
on nel Electrical Books over 30 years. er 
Electrenics for Industry 
1] By W. I. Bendz. Published by John 
j Wiley & Sons, Inc., 440 Fourth 
s Avenue, New York 16, N. Y. 501 
pages, illustrated. Price $5.00. 
NoN-MATHEMATICAL, this book dis- 
cusses electronics from the physical 
yoint of view and uses diagrams rath- Sot 4p 
1an mathematics in its explana- 38 y C 
tion It presumes a knowledge of Pole 1 AUTOMATIC 
fundamentals of electric circuits - | i ELECTRIC 
does not concern itself with de- ‘ oy y  » WATER HEATERS 
| proofs of theories. ; — 
vering a wide field of industrial “: 
ics 1 ts xplanati “a 
et es ae a AUTOMATIC ELECTRIC HEATER CO., Inc., POTTSTOWN, PA. 
its, gives the ane tains Raph vine SE 
1eer, who does not need the de 
of design, the practical under- 
ling he wants of electronics for 
idustry. 
Heating and Ventilating Air 
Conditioning Guide 1947 
Published by the American Society 
of Heating and Ventilating Engi- 
neers, 51 Madison Avenue, New g 
a = = 912 pages, illustrated. HANG CHAIN 
. I\PORTANT CHANGES have been Vi SUSPENSION FIXTURES 
in made wherever improvement could 
ae be effected either in presentation of IN A FEW MINUTES 
material or in addition of useful data 
erg gn pg es wre ENYDER HANGER 
Some of the revisions are as follows: 
ie chapter on Cooling Load has Just connect wires — screw to outlet box. No 
been rewritten and includes an en- aperen aaaie drilling. No tools except 
} . 1° ine ° a screwariver. 
farged list of cities for which summer Complete with receptacle, two 5-foot chains, 
de gn conditions are given. Methods “S” hooks and cord clips. Self-grounding — you 
of determining components of heat can use 2-wire cord and plug. Fits 
, peng oe dard 4” or 34%” outlet b 
and vapor gain are given in detail for sian dlls, oS Cae See oe salt te 
hi mogeneous and composite walls. A Day- Brite Lighting, Inc., 5435 Bulwer Ave., St. Louis 
det led example in determining cool- 7, Mo. Nationally distributed through leading elec- 
ing | od te inet ded trical supply houses. 
mg 1 ad 18 included. ; In Canada: address all inquiries to Amalgamated 
[he chapter on Unit Air Condi- Electric Corp., Led., Toronto 6, Ontario. 
tioners, Unit Air Cleaners, and At- llaiiinistica dicpeiiaaies 
tic Fans has been rewritten to in- “others pending. ‘ 
clude improved sections referring to ee ee 
the features of construction and fac- 
tors influencing operation and appli- 
cation of unit equipment. 
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(THE SOLDERLESS, TAPELESS WIRE CONNECTORS) 
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THE 
proved ond APP 


of making wire connections 


Ideal ‘‘Wire-Nuts”’ are rapidly re- 
placing old-fashiond methods 
wherever wire connections are 
made. Millions are being used in 
new construction, remodeling and 
re-wiring ...in repair work... in 
the manufacture of electrical goods 

. and in the installation and 
maintenance of electrical equip- 
ment. Effect real savings. ‘‘Wire- 
Nuts’’ are made in sizes for all 
usual wire combinations. Factory 
tested and inspected. Reduced 
prices now in effect. Order from 
your Electrical Wholesaler today! 


* Trade Mark Reg. U.S. Pat. Off. 









PATENTE D 


“Wire-Nuts” are covered by U.S. 
Patent No. 1,933,555, a division 
of U.S. Patent No. 1,700,985. The 
only Connectors authorized to be 
sold under the current Patent are 
marketed by the following man- 
facturers: 


TRADE NAME 
Ideal Industries, Inc. “Wire-Nuts”’ 
Bryant Electric Co. “Bryant” 
Solar Electric Corp. “Scru-its”’ 
Weiss & Biheller, Inc.  ‘‘Simplex"’ and 

“Conex” 


. 
e 
e 
e 
e 
e 
e 
J 
¢ 


IDEAL INDUSTRIES, Inc. 


Successor to Ideal Commutator Dresser Co. 
1017 PARK AVENUE, SYCAMORE, ILL. 


Distributed “Through 
AMERICA’S LEADING 
WHOLESALERS 























Electricity—Principles, 
Practice and Experiments 


Published by the McGraw-Hill Book 

Company, Inc., 330 W. 42nd Street, 

New York 18, N. Y. 448 pages, il- 

lustrated. Price $2.60. 

THE ELEMENTARY PRINCIPLES Of 
direct and alternating current clectri- 
city are presented in this book, which 
shows how these principles apply to 
the construction and operation of cir- 
cuits, devices, etc. Special emphasis 
is given to magnetism, electromagnc- 
tism, and electromagentic induction as 
they apply to the practical operation 
of clectromagnets, transformers, gen- 
erators, motors, and control equip- 
ment. 

Many demonstration experiments 
are provided, with instruction for sct- 
ting up and testing circuits and ma- 
chines. 


John Q. Public’s 
Buying Plans 
(Continued from page 25) 


savings or liquid assets in 1946. These 
the most part among the low- 
group. Of those who f 


found 
draw upon their sav- 


were for 
cr income 
it necessary to 
was reported as spent for 


ings, 40% 
living expenses, medical care, and 
other consumer goods; 20% for con- 
sumcr durable goods; 20% for hous- 
ing; and 20% for investment pur- 
poscs. 

Numbering principally the upper 


income families, about two-fifths of 
those surveved reported increases in 
The fact remains, howevcr, 
lower income groups expcr- 
ienced some reduction in savings and 
that these families constituted the ma- 
jority of the purchasers of household 
appliances and other such durable con- 


savings. 
that the 


sumer goods. Consequently, the 
families in this group who still necd 
appliances will of necessity have to 


buy more of them out of income in- 
stead of savings. Among the other 
facts disclored by the Fedcral Rescrve 
Board's survey were the following: 

People generally were optimistic 
about the country’s immediate eco- 
nomic future. Continuation of prosp- 
erous times during 1947 was antici- 
pated much more frequently than a 
possibility of recession. 

More consumers expected an in- 
crease in their own money incomes 
during 1947 than expected a decrease. 

Families surveyed frequently ex- 
pressed dissatisfaction about the high 
level of prices. 

Nearly half of all families expected 
prices to fall in the coming vear and 
only one-eighth definitely expected 





rising prices; the others looked for 1::- 
tle change or gave conditional answers 
Consumers generally felt that 
save a part of current income was 3 
least as important today as it was d 

ing the war. 


Capitol Comment 
(Continued from page 46) 


is essential to the public welfare. S$ 
a provision was opposed by both 
bor and management. Sentiment 
it, however, is so strong that an 
strike or two affecting public utili! 
will be all that is necessary to add } 
provision to the law. It is unfi 
nate that such questions have t 
determined politically but tha 
democracy. 


Attitude Toward Prices 


In the controversy over pricc 
< 

profits the extreme right and th 

treme left are equally dishone: 


their diagnoses. Each extrem« 
regards the facts in supporting 
positions. ‘The left wingers are trving 
to prove that there is not enough 
ing powcr and that wage 
necessary when anyone who will 


at the figures can see that buying 
Ruggpedly constructed 
Automatic Switches have 
visible diai in tamper proof 
compact cabinet. . ire 
silver contacts...2°¢ 24 
on" and “off” operations. 
For any load. . . for every 
installation an Automaric 
time switch or Interval 
Timer will deliver superior 
performance. 


Synchronous or Manually Wound 


FLASHERS 


Automatic heavy ‘, 
motor driven Flashers 
available in circuit ar 
rangements for every con- 
ceivable effect. Pure silver 
contacts. Models for any 
load or purpose. 
Chasers Spellers 


| RELAYS 


; Automatic manufactures 
a complete line of depend: 
i able relays for industrial, 
i business machines, radio, 
' electronic and many other 


boost 





atic 
sacra PRODUCTS 
TIME SWITCHES 








Alternates 





j uses... open, or can type 
©) with tube-hase, plug-in 
} features. 


~ Consuls « our Engineering Department 


In Switches, Flashers and 
Relays where dependable 

rformance Is paramount, 
Ce k for the ‘Diam nd 
Seal for Diamond Quality’. 


WRITE TODAYi 


Sputomatéc Liectews 
52 STATE ST., MANKATO, MINNESOTA 


_ WRITE FOR 






| SPECIFICATIONS 
: INFORMATION 
TODAY 
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er exceeds the supply of goods. 


The right wingers want higher and 2 | 
higher profits and are not very suc- ¥ 
cessful in concealing their lack of in- 
terest in what the consumer pays or 


the worker gets. ‘To support their 


position they pour out without dilu- GIVE . SNe Lighting THATS 


tion a tirade of old cliches. 
[he respectable element in business 
disregards these substitutes for honest ENGIN E E RED fo r EFFICI ENCY 
thinking and is striving with might 
main to increase output, pay high . ; Efficiency in high-level 
ages, and hold down prices to the ge 
consumer. This element is thinking on 
rofits in terms of the next decade Se, Efficiency in ease of 
not on taking now all the traffic se : 
bear. oe : 
he great challenge to our econo- Ln Ss Efficiency in speedy 
vill come when the flow of goods a ; installation 
fully restored. The question is 


hether there will be enough income SATISFYING the demand for more efficient fluorescent lighting, 

the right hands to consume these “Laurelite” Slimlines are immediately available df pd oo 
Thie tec o style, and orders can be filled promptly for industrial and commercia 
This issue, on the successful : 


, é reflector styles. 
teome of which depends the future 
ir economic system, is sufficiently WRITE TODAY FOR PRICES AND CATALOGS 
removed in time, however, to afford 
pportunity for preparing to mcet 


illumination 





maintenance 


Check “Laurelite” too, for residential, commercial, and _ industrial, 
fixtures using the conventional 20, 40, and 100 watt fluorescent tubes. 
Wide variety, beautiful design, quality construction, low price, and 


ego ae IMMEDIATE DELIVERY. 


Wholesalers Plan f C Atlanta Office: C. R. Dudley, 1278 Lucille Ave., N. W. 
Better Service L A N E M g ° QO. 65 AUSTIN ST., CAMBRIDGE 39, MASS. 


Continued from page 39) 








bby and the warehouse with loading 
well is visible at all times to all 16 
desk positions in the office. ‘The desks 


are arranged in four rows, four deep. 
~ i ur rows, four deep A NAME 


or ducts were built in the office 


every two feet to permit variation of GROWING BIG 


their spacing. 

Still farther back on the north side —ELECTRICALLY 
is a work room, 15 by 15 feet, for 

meographing and mailing. Behind . 

it the northwest corner, is a 

led conference room, 15 by 30 

These rooms, the lobby and 

‘ stretch along the entire north 
flanking the warehouse. ‘Two 
in the office and another in the 
warehouse make convenient cntrics 
into the warehouse. 

\ comfort cooling and _ heating 
plant, hot and cold showers, powder 
and rest rooms are added personal 
conveniences. Both incandescent and 
fluorescent lighting are used, and 15 
kilowatts connected gives 50 main- 
tamed foot-candles of illumination. 

Additional light is provided in the 
warehouse with nine skylights, 4 by 
8 feet each. The entrance to the 
warehouse is on the east side, pro- 
vided with an overhead door. 

Personnel of the company bclicve 
the building is one of the best ar- 
ranged of its kind in the South. They 
note continously that its well. spaced 


En SL SN Ee 95 PIEDMONT AVENUE, S. E. ATLANTA, GEORGIA 


sonal efficiency. 


doors 





ELECTRICAL SOUTH for JULY, 1947 








fan controls! 
éy Paragon 


© Two time 
ranges. ..0O 
to 10 hes.; 
O to 20 hrs. 














® Telechron 
motored .. 
quiet; no 
ticking, self- 
starting, 
synchro- 
nous. 


w/ ¢ Under- 

writer’s ap- 

proved forl15 V.A.C., %4H.P. loads 
. accurate and dependable. 





® Easy to install, direct to handy box or 
surface mount with conduit connection 
through bottom of timer. 


For extra profits this spring and 
summer, get set to install these new 
timers, now. They work with any 
A.C. fan, and the setting may be 
changed at will without harming 
the instrument. Timer motor runs 


only when timer is in operation. 


List price only $9.75 F.O.B. Two 

Rivers . . . an outstanding value. 

Order from your job- 

ber now... and ask 
for Sales Aids. 


PARAGON ELECTRIC COMPANY 


1618 TWELFTH ST., TWO RIVERS, WISCONSIN 


SALES REPRESENTATIVES 
HOPPER & McCOY 
306 Marietta Street, N.W. 
Atlanta 3, Georgia 


GEORGE E. ANDERSON COMPANY 
Sente Fe Bidg. . Dolics 2, Texas . Phone R-40139 


Paragon x. 


p trectarcat to 


Two Ce UMEAS 
WISCOMSIN 


a as SINCE 1905 





New Design Reduces 
Motor Size 
(Continued from page 40) 


ply incorporating the pivot and slots 
in the frame of the machines, there- 
by eliminating the base entirely. 

The axial air gap motor can be 
readily inspected, cleaned and lubri- 
cated by simply removing the cover 
of the motor. It is unique in that it 
can be operated with the enclosing 
casing entirely removed. In textile 
motors where lint often clogs even 
the most open ventilating passages, 
this feature is of interest to mainten- 
ance personnel. 

The WR2 or flywheel effect of the 
axial air gap motor is approximately 
three times that of corresponding con- 
ventional motors. ‘This is of particu- 
lar advantage in such applications as 
punch presses, oil well pumping units, 
ete., where the added flywheel effect 
reduces the amplitude of the peak 
electrical load on the motor. It is, 
of course, a decided disadvantage on 
applications involving repeated plug- 
ging and reversing where small dia- 
meter rotors are essential. The axial 
air gap motor should not be used on 
applications of the latter type. 

There is a magnetic pull between 
the rotor and stator of the axial air 
gap motor which is taken care of by a 
double row fixed thrust bearing in 
the stator end of the motor. The ro- 
tating magnetic field produced by a 
distributed polyphase winding has es- 
sentially a sinusoidal space distribu- 
tion. The flux density in the gap can 
be accurately calculated from winding 
data and core dimensions. ‘The total 
magnetic pull can, therefore, be deter- 
mined accurately. The average thrust 
of an axial air gap motor is approxi- 
mately 9 to 10 pounds per square inch 
of gap area. Thrust bearings have 
been selected to provide a factor of 
safety of seven or over so that this 
thrust load becomes a minor factor in- 
sofar as the wear or life of the bearing 
is concerned. 

Speed-torque characteristics and op- 
erating performance is comparable in 
practically all respects with conven- 
tional motors. There is a slight gain 
in torque output with a given amount 
of active material. Starting, accelerat- 
ing, and maximum torques are com- 
parable in all respects since these are 
determined by design factors that can 
be incorporated in either type of de- 
sign. 

Efficiencies are likewise comparable 
except that friction and windage losses 
may be slightly higher with the larger 
rotor and one thrust bearing. Power 
factors are dependent on the length 


of air gap. In general, the air gap 
of the axial gap motor is a few thou- 
sandths of an inch greater to provide 
smoother starting, maximum efficien- 
cy, and a more liberal manufacturing 
tolerance. It is interesting to note 
that tests conducted on motors with 
varying air gap definitely prove th 
stray load losses are increased as the 
air gap is reduced. 

The axial air gap motor is not 
tended to supercede or displace 
conventional motor in general indus 
trial applications except in those ca 
where it results in a definite advant 
to do so. There are many cases 
motor applications, however, wher 
the size and shape of the conventi 
al motor is a decided handicap. 

The axial air gap motor makes 
better flange mounted motor, 
reduced overhang, and a more ac 
rate mounting. It is ideally suited + 
gear motors where the motor i 
mounted as an integral part of the 
unit. For vertical applications wh 
height is important, it is a “natur 
In general, it offers to American in 
dustry a new and novel style of motor 
that will assist in expanding and en 
larging the manufacture and use 
motorized apparatus. 








CODE CARD SYSTEM 
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DON'T 7K USE SELF- STARTER STRIP TO PEEL LABELS) 


APPLY Op ivENTiEY 
oft 


ers 














~ QUIK. LABELS. 
Mark Your Wires Faster 


QUIK-LABELS code Wires, Leads, Circuits, 


Relays, Parts, etc., faster and cheaper. 
handy cards. © Ready to use, they stik-quik 
without moistening, replace slow and costly 
string tags, roll tapes, decals, stencils, metal 
tabs, etc. ® Silicone plastic coated to resist 
dirt, grease, abrasion. ® “Self Starter Strip 
automatically exposes ends of Labels for you 
to grasp instantly—no more finger- picking. 


Write for Folder and FREE Sample Cards 


W. H. BRADY COMPANY 


Established 1914 
Manufacturers of Self-Sticking Tape Products 
252 W. Wells Street, Milwaukee 3, Wisconsin 
Factory—Chippewa Falls, Wisconsin 
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4~ Removable Self-Starter Strip exposes ends of Labels for you to peel! 
*, I DON'T PICK. USE SELF-STARTER STRIP TO PEEL LABELS 
ae | }7)/8\9) 1S 
| R, 


LIKEWISE ON FLAT SURFACES 


& 
Pre-cut to exact size, QUIK-LABELS come on 


& 


ELEC 


Demonstrate Those director, an efficient young lady whose 3. To provide their customers with 
. sole duty is to aid customers in util- the most efficient and complete ap- 
Small Appliances a 7, ; Page ; ; he 
. izing their purchases to the fullest ex- pliance sales, repair and information 
(Continued from page 35) tent. After an appliance is sold she service that is available. 
replacement of worn parts. The will instruct the housewife on its var- 4. To combat competition through 
housewife may not realize what is ious uses, what it can and can not do, customer satisfaction and good mer- 
wrong or may be too busy to attend how to care for it, and all other chandising rather than costly adver- 
to the matter. If the customer wish- necessary information. tising. 
es, the salesman will send up a repair This home service director's duties 5. To prevent dissatisfaction and 
man or do the job himself. This are quite similar to those employed breakdown of appliances by training 
pleases the customer and builds valua- —_ by other large appliance stores except —_ customers properly in their use when 
ble good will for the firm. for the fact that she will spend more _they are purchased. 
all-backs are also made on pur- time in post-sale discussions than in > 
asers of side-lines, such as electric making sales. She will do no sales 
edge clippers and power mowers. work at all for the time being, though 
“We will make service calls on any- she will check customers’ homes for 
thing we sell, at any time,” states Mr. other appliances which may be need- 
King. These call-backs prove the ed. 
store’s sincerity and enable the cus- Basically, the Home Furnishings Six-Year Vacation 
tomer to get more service out of what Company is striving to attain the fol- Is 
is purchased. lowing ends: 
“We intend to do everything in out 1. To 
power to enable customers to obtain ‘ 


6. To minimize house-to-house can- 
vassing by judicious use of leads 
gained through home demonstrations 
and service calls. 


Over 
(Continued from page 30) 
accertain to as large an ex- 
as tent as possible, the appliance needs The principal reason why distribu- 
the most benefit 8 sible from what of every Columbus citizen and to cor tive training has gone over so success- 
we ell them,” points out Mr. King. relate this information with their mer- fully in New Orleans is because the 
“A piece of merchandise that gives chandising program. classes are made interesting and are 
atisfaction is the - “ cheapest not “cut and dried” as are many cour- 
ve i peter asialk ectsagt the part of customers upon this firm °° designed for retail salespeople. 
uirchase will return without being for information relating to the opera- rhe scape is cuted Seton Ge 
ved.” 7 tion of electrical appliances, and sub- class begins so that the student will 


(hat is why the Home Furnishing sequent use of this dependency as a know what he will cover. The in- 
any employed their home service | weapon against competition. structor is always a merchant who has 


To build up a dependency on 








Stainless steel stays 


Soeeeem  DEN-FL SArrry 
| FLUORESCENT vee 


LAMP GUARDS | Cord Sets 


hol Southern Representatives: 

d lamps securely! 1 : “pe oe 

. W. H. Berry Co., 88 Pryor St., S.W., Atlanta 3, Georgia 
Jack Morgan, 1312 McKinney Ave., Dallas, Texas 


Eliminate 


Mad 
Pa | LOWELL, MASS., U.S.A. 


LOOK TO LOWELL FOR LEADERSHIP 


" =. Founded 1903 
ee * LOWELL INSULATED WIRE COMPANY 


Permanent, 
Precision made ma- . % | easy 
chine screw and installation 
aut for permanent, | " i © ges ay 
ia inlcons | S| tater FLUORESCENT |, ~‘FIXTURES 
sizes for 40 and i ' 
a 100 W. lomps 


Resilient—easily sprung aside 
prs for deaning or relamping! 
APPLIED 9g ping. 


FOR These stainless steel guards prevent accidents and 


work interruptions. Simple, permanent installation ak l 

holds the lamp securely. Made of fine. resilient Kj Jehimen-) 40m 2 | 
steel with a machine screw and nut to hold it in 

place. Thousands of users in every industry in- 
sist on DEN-EL Lamp Guards for factories, rail- 


roads, offices, shops, stores, etc. DEN-EL guards The New “SPOT-O-BRITE” Efficient—Economical 
3 are cheap insurance against vibration and shock. A fluorescent fixture with adjustable Spots 


WRITE FOR LITERATURE Jobbers Wanted 
ee Fluorescent Fixtures for all purposes. 


STA-BRITE FLUORESCENT MFG. CO. 
226 N. W. Fifth St. Miami 36, Florida 
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Vaportight 
Portable 
Hand Lamps 


"These Pyle-National Vapor- 
tight portable hand lamps are 
of unusually substantial con- 
struction for safe use in the 
presence of dust and fumes, and 
for general heavy-duty service. 
Guards are cast aluminum al- 
loy, screw clamp type, and fur- 
nished with rubber bushing cord 
grip. Handles are either bakelite 
or cast aluminum. Ground con- 
nection to guard can be fur- 
nished. Three sizes take 50 watt. 
100 watt, or 200 watt lamps. Half 
reflectors can be furnished. 

Hand lamps with steel wire 
guards (non-vaportight con- 
struction) are also available. 
Consult your Pylet Catalog for 
listings of all types. 


1897 e FIFTIETH ANNIVERSARY © 1947 


THE PYLE-NATIONAL COMPANY 


1354 N. Kostner Avenue, Chicago 51, Illinois 





been successfully engaged in the field 
he will teach. Most instructors arc 
department store managers, outstand- 
ing appliance merchants, buyers, or 
somctimes a highly successful sales- 
man, if the course calls for sales in- 
struction. 

About three-quarters of the two- 
hour period of instruction is given to 
a lecture by the instructor. During 
the remaining half hour, a general but 
orderly discussion goes on among the 
students. At the completion of the 
course, the students are asked to make 
suggestions in methods of business 
and instruction. 

All of the courses are given with- 
out charge to the trainee or his em- 
ployer and generally last for two hours 
a week over a six-week period. ‘The 
classes are held in one of the most 
up-to-date schools in the city, located 
in the heart of the business district 
where it can be easily reached. 

Io promote the program, frec ad- 
vertising and publicity is given by the 
citv’s newspapers and the Association 
of Commerce Bulletin. To hit more 
directly at prospects who may be in 

circulars announcing the 
are sent to stores throughout 
These have brought excel- 


terested, 
courses 
the city. 
lent results in arousing interest among 
salespeople and managers. 

Che teaching tools employed are 
usually supplied by manufacturers of 
the particular merchandise that will 
be studied. ‘This is supplemented by 
visual aids. 

“One of the main reasons why the 
courses were instituted,” points out 
Miss Dorothy Simmonds, co-ordinator 
of distributive education in New Or- 
leans, “was to up-grade the type of 
sales personnel in the stores of our 
city. We've not only succeeded in 
doing just that, we’ve gone a few 
points farther and taught the man 
agers of our stores many additional 
facts about their businesses!” 


Service—Magic Word 
That Holds Customers 
(Continued from page 29) 


of repairing appliances by stepping up 
the service volume considerably, but 
for making the repair department help 
to produce sales for the appliance scc- 
tion. 

“It'll work this way,” he reports. 
“Repair service is popular. There’s a 
big potential volume to be done once 
we have the facilities to handle it, and 
we will have facilities soon. Then 
we'll advertise repair service to bring 
in the customers, and we’ll make the 
repair department also bring in sales 
of appliances. 


“Since we can be certain that we’] 
have a considerable number of cu: 
tomers, cach of whom is a prospect 
for a new appliance, coming in to the 
new repair shop, we are going to locate 
it in the rear of the store. Arrange. 
ments of stock will be such that ; 
reach this department, the cust 
will have to walk through the sect 
where refrigerators, ranges and other 
appliances are displayed, and we’! 
to place appliances, displays, sign 
other point of purchase sales 
micks so that the customers will be 3 
most forced to notice them on 
wav to the repair department 
rear. A somewhat similar plan ; 
ing successfully used with record 
other section that has very high 
mand potentialities. Customers 
enter the store to buy records 
been exposed to appliance dis) 
while on their way to the record 
tion. In a very gratifying numt 
cases, this has resulted in ing 
from the customer and, even 
sales.” 

Albert 
strongly in the efficacy of store ¢ 


Harris believes alm 


for bringing the customer past 
door and making him open his 


to buy, as he does in making a f 








Washing Machines 
Need These Special 


LOW-SPEED 
LUBRICANTS 


= 
Fiero FIBEBQS } 
vd ° 


| WASHING MACKIE 
WanSmissi0e | 


GEAROL © FIBEROL 
TRANSOL 


? 








A correct Lubricant for Every Machine 
— Attractive 3-color Lithographed 
Sealed Cans. 
eo 
Write for this FREE colored Oil and 
Display Chart 
also name of your Nearest Jobber. 


SERVALL CO. 


3572 Gratiot Detroit 7, Mich. 
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ELECTRIC CEILIN 
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\ HOUSING CONCEAL ED! 
ieee Even an attic fan won't solve the prob- 
lem of kitchen ventilation. Cooking grease 
and odors must be removed at the range— 
not circulated through the house. Right 
now, owner demand for Blo-Fan kitchen 
ventilation is at its peak. Summer heat, 
plus greasy fumes, plus odors make Blo- 
Fan ventilation a necessity... and... 
every Blo-Fan installation brings you 
profit equal to 10 to 20 additional outlets. 














Cash in on summer gripes—Install 
Blo-Fan, combination fan and blower... . 
in the kitchen ceiling . . . directly over 
the range. Blo-Fan roughs in between the 
ceiling joists like any fixture box—utilizes 








Write for the name of your 
nearby Blo-Fan distributor. 








standard 314 x 10 ducting—exhausts 
through roof or outside wall. Don’t over- 
look Blo-Fans for the bathroom, den, and 
Jaundry. 


PRYNE & CO. INC., LOS ANGELES 54, CALIFORNIA - CHICAGO - NEW YORK 


Here’s How to Lick that 7P ART S~ 


Hard Ventilating Job! FOR 
MARTIN MOTORS 


Bucket 


cea ie ct FANS 


various’ installations where 


abnormal ventilating require- 

ments exist such as... CoO Ay TRO LS 
® Stagnant Air ® Excessive 
Heat ®High Humidity 
® Chemical Fumes ® Severe PROMPT SHIPMENT FROM LARGE STOCKS 


Smoke. 








AUTHORIZED PARTS DISTRIBUTORS 
. Brown-Brockmeyer General Electric Master 
MARTIN Century Hamilton-Beach Peerless 
Utilit y Cutler-Hammer Holizer-Cabot Robbins & Myers 


EXHAUST FANS Delco Howell Star 
Diehl Hunter Thor 


As y fan to fill a variety ; 
A sturdy a adie } Dare llg Wagner 
of needs. For homes .. . for Westinnth 
commercial and light indus- Emerson Leland estinghouse 
trial uses. Marathon 





Sizes 24” to - Write for information. READING ELECTRIC COMPANY, INC. 
M A R TIN Fa n & B | ower Co. Parts Distributors for the Manufacturer 


4632 West 21st Place Chicago 50, Illinois 200 William St. Barclay 7-6616 New York 8,N. Y. 
Lawndale 8474-5-6. Long Distance Olympic 5252 \ i 
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M & W 


NEW 
NON-INDUCTIVE TYPE 


CABLE RACKS 


@ AC or DC current. 
@ One-piece construction. 
® Certified malleable iron. 


@ Need not be dismantled to 


place cables. 


© Type D-F (illustrated) may 
be adapted to four-wire 3- 


phase. 
* 


Send for Copy of 
BULLETIN CS-51 


illustrating our line 


of racks and hangers. 


THE 

|M. & W. ELECTRIC 

MANUFACTURING 
COMPANY 


INCORPORATED 
EAST PALESTINE, OHIO 





of the customer after he’s entered the 
store. 

The store design of City Appliances 
is engineered throughout with an eye 
to producing sales. The store front 
slants back from the sidewalk, invit- 
ing people passing by to enter and 
make it easier for window shoppers to 
enter than to pass on, because after 
they have “shdpped” the window 
they find themselves standing against 
the City Appliances door. ‘A consci- 
ous effort on the customer’s part is 
necessary to turn away and walk down 
the street,” explains Mr. Harris, 
“while the natural and easy thing for 
him to do is to enter the store.” 

“We tried ‘neighborhood’ advertis- 
ing, hoping to build a big volume 
from our immediate area,” he reports, 
“but it was a sad failure. Once, we 
distributed 7000 circulars in the area 
around the store and, to check the re- 
sponse, made an offer of a record 
cleaner to every customer bringing in 
the circular to claim it. From the 
7000 distributed, only seven or eight 
came in. Then we tried neighbor- 
hood movie advertising, and again we 
were very disappointed with the re- 
sults. So now we concentrate our ad- 
vertising in the city-wide media and 
find that drawing business from all 
over this sprawled-out city of 600,- 
000 is better than trying to limit our 
efforts to the neighborhood. 

Because he believes so strongly that 
in the near future appliance selling 
will be highly competitive, and that 
the dealer who prepares for this by 
treating his customers as friends today 
and by laying plans for smash sales 
promotion will prosper while others 
fail by the merchandising wayside, 
Albert Harris has blueprinted a plan 
for compensation that will put every 
employee of the store, including the 
store’s porters, to selling appliances. 

“We're working now on a method 
of compensation that will take in 
every phase of selling,” he reports. 
“Usually, the salesman who closes the 
sale by getting the customer’s name 
on a dotted line is rewarded with a 
commission, while the employee who 
furnishes the lead that makes a sale 
possible gets nothing. Because we 
want everybody to sell, we’re going to 
reward everyone who has a hand in a 
sale, even the porters, whose friends 
might as well be our customers as 
those of another appliance dealer. 

“We're doing it now because we be- 
lieve that hard selling times are ahead. 
The seller’s market has vanished in 
most fields and it’s already gone in the 
case of some appliances. Soon it will 
be a memory in appliance merchan- 
dising altogether, and when that day 


comes, City Appliances will be ready 
with merchandising schemes and with 
a backlog of good friends rather than 
mere customers.” 


Demonstrate to 
Sell— 
(Continued from page 27) 


Just prior to starting his sales story 
on the automatic washer, the sales- 
man does one more thing. If the 
dealer has a clothes drier in the dem- 
onstration room, the salesman intro- 
duces this new product to the pros- 
pect by suggesting that although she 
nay not purchase a dryer today, 
some day she might be in the market 
or one. With that, he puts a load of 
partially dampened store clothes into 
che dryer, starts the machine, and 
then forget it. 

The salesman is now making two 
demonstrations. One, on the washer 
for a sale today, and one on the dryer 
for a future sale. 

By the time the salesman and his 
prospect have covered the selling 
book, both the worker and the dryer 
will have completed their work 
From here on, the salesman should 





TRANSERT 


Brushes give 


LONGER LIFE 


EVEN AT Low (J 
HUMIDITY Jt 





2,105,038 


The transverse graphite in- 
sert—exclusive with Hel- 
wig-Speer Transert Brushes 
— provides even current 
distribution, better ring lu- 
brication. That means reduced ring 
wear, more uniform frictional charac- 
teristics for your rotating machines. 
Wedge- and force-fitted, the inserts 
cannot fall out. Catalog 95 contains 
complete information on ordering 
brushes. Write for your copy today. 


SOUTHERN OFFICES 
Atlanta ____ 316 Walton Bldg.; Ja. 6097 
Oklahoma City 323 NW 2nd St., Tel.: 2-6381 
Houston ____ 1101 Chenevert; Tel.: P.3747 
St. Louis 1913 Washington Ave., Ch. 6510 
El Paso __ 708 N. Piedras St.; Main 7545 


HELWIG CO., Carbon Produgts 





o 
Makers of Multiflex and Transert Brushes 
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the Service line 


CORDS ... CORD SETS 























































“THE PRESIDENT’ 


Just one of several beautiful 8 ft. models of our 


Cold Cathode Fixtures... 


TWO AND FOUR LIGHT 
INDUSTRIAL 8 FOOT FIXTURES 
ALSO AVAILABLE FROM STOCK. 


SEND FOR OUR NEW COLD CATHODE 
FIXTURE AND PARTS CATALOGUE. 
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Story Bi wecified by top manufacturers of 
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i hig (A full line of Flexible Cords for the 
ino fey repair and service industry, obtain- 
er (gable through jobbers and distributors. 
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i CORNISH WIRE CO., nc 


I) Park Row + New York City, 7 


BOX 2543, MEMPHIS 3, TENN. 
Neon and Lighting Headquarters in the South. 





























than ever 





Its simplicity of 
design permits 
easier installa- 
| tion in Walls, At- 
: tics, or Pent- 





houses. 





SECO Fans de- 
liver a maximum 
volume of air at 
slow speed, with 
extreme quiet- 
ness. 










...tdeal for 
ATTICS 
SCHOOLS 
CHURCHES 






















BELT DRIVEN 


COOLING FANS 


24”, 30”, 36”, 42”, 48”. 
and for (3800 to 18,500 C.F.M.) 


Industrial Write for Milustrated Bulle- 
Installations tin, Specifications & Prices. 


Contact your nearest Distributor or write 


SECO-LITE MANUFACTURING CO. 


4916 EASTON AVE. - ST. LOUIS 13, MO. 
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Every leader has the advantage... . Proven 
certified performance over years places the 
Cirklair Attic Ventilating Fan ahead. This leader- 
ship is maintained through quality. 

Consistent newspaper and magazine adver- 
tising keep Cirklair Attic Fans in the mind of 
your customers. 

There are thousands of pleased users selling 
for you, too. 


SUPPLIED THROUGH YOUR JOBBER OR WRITE 


DEPT. "S,"" CIRKLAIR PRODUCTS DIVISION 


THE FOLSOM CO. 


DALLAS, TEXAS 














NEON SUPPLY CO. INC. 


Phone 8-7112 











ILSCO 
Electrical 
Connectors 
THEY’VE GOT 
EVERYTHING! 

Simplicity 
Certainty 
Approved 
Strength 
Acceptance 


Southeastern 
Representatives: 
VERLYN H. BRANHAM 
180 Interlocken Drive. 
Atlanta, Ga. 
J. P. LUMPKIN 
248 Tranquil Ave., 
Charlotte, N. C. 


Write for 48-page 
Illustrated Catalog 











COPPER TUBE 
& PRODUCTS, Inc. 











FOLDING DOUBLE CUPPED 
* WASHER LUGS x 


P14 ee Ad 


oF 
L REQUIRED 


KRUEGER & HUDEPOHL 


\ Solderless Tyrminal Lugs and Connectors 
ad 2) VINE AT THIRD—-ES * CINCINNATI 2, OHIO 





let the washer take over to complete 
the sale. He let’s the prospect open 
the door. She takes out her own 
clean clothes, examines them, smells 
the clean odor of the freshly washed 
clothes—and decides for herself that 
they are really clean and that she 
would like to own one of these auto- 
matic washers. However, since this 
is a relatively big-ticket item, she 
feels she must sell her husband on the 
purchase. 

One problem that the retail sales- 
man has always experienced is getting 
to see the man who holds the purse 
strings. In this “Demonstrate To 
Sell” program, the automatic clothes 
dryer furnishes the logical answer. 
The salesman merely ‘says to the 
prospect, “I don’t believe that you 
would want to carry home _ those 
damp clothes. Leave them with me 
this afternoon and I’ll run them 
through the clothes dryer and bring 
them out to your home this evening.” 

Very few women are going to pass 
up an opportunity to have clothes 
dried and brought to their home. But 
most important, it is a logical way 
for the retail salesman to re-enter the 
home of the prospect and talk turkey 
with the man and wife. 

But talking turkey is not always 
easy. Many times even experienced 
salesmen have had some difficulty 
opening conversation with the man 
of the house. 

Remember, though, this salesman 
has an armful of the prospect’s clean, 
dry clothes. These clothes give him 
a graceful wav to open the conversa- 
tion. Something like this: “Mr. 
Prospect, I suppose Mrs. Prospect 
told you about washing and drying a 
load of clothes in our new automatic 
washer and clothes dryer. I have 
that load with me, and I want 
you to see how nice and clean your 
shirts are. And look at this bath 
towel, and feel how soft and fluffy 
it is after being run through the au- 
tomatic clothes dryer.” 

We also know that Mrs. Prospect 
has done a good job of softening up 
her husband long before the salesman 
arrives. After all, she used the ma- 
chine. She saw the results. And she 
received a good presentation from the 
salesman. Between Mrs. Prospect 
and the salesman there is a common 
bond that will make the sale easier to 
complete. 

That, in a nutshell, is the story of 
“Demonstrate To Sell.” It is a free 
flowing approach to selling that lets 
the product prove its worth and sell 
tself. 

Demonstration is nothing new. 
The side show barker does more busi- 


ness when little Eva comes out front 
to shake her hips and demonstrate 
her charms. 

We sincerely feel that in the com. 
ing days of competitive selling the 
dealer and retail salesman who do the 
most convincing job of demonstrat. 
ing their merchandise will get the 
sale. 





Cibo 


ANTI-CORROSIVE PAINT 


CAibarox 


LEAD & ALUMINUM PAIN] 
Simplify Maintenance 
Give Maximum Protection 


Cibo inc 


NORTH ARLINGTON, N. J. 





WANTED 


ASSISTANT OR ASSOCIATE 
PROFESSOR 

ELECTRICAL ENGINEER, 
uate with some general experience 
to head Electrical Engineering Di- 
vision of New Engineering School 
Teaching experience preferred but 
not essential. Salary depending on § 
qualifications. Send for application 
forms to Engineering Department, 
Arkansas State College, Jonesboro, 
Arkansas. 


Grad- 











METERS 


AND 


INSTRUMENTS 


Panel and Portable Meters, 
Megohmmeters, Hook-On 
Volt-Ammeters, AC-DC Tong 
Test Ammeters, Variable and 
Constant Voltage Transform- 
ers, Rectifiers, Relays, Rheo- 
stats, Timing Devices. 


MG ELECTRICAL EQUIPMENT CO. 
203 South 18th Street 


Birmingham 3, Alabama 








DANDY oitce UNIVERSAL TOOL SET 


Ridgid Pipe Wrench Ballpan Hammer 
CHANNELLOCK Plies Plastic Screwdr 
WATERPUMP Pliers 


Rugged Hecksew 
Fine Cold Chisel 


Price List and Order Blank Pree with Order. REMIT Todsy! 
If It’s @ TOOL—We Have It. Can Get It, Or It Isn't Made 


UNIVERSAL TOOL CO. 


1527 Grand —ES— 0. & Demattes, Pres Kansas Cty & tle 
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GEDNEY ) 
HTTINGS... FIT!) 


Save time \. | 
and money = 
on the job! 


> § 
“2 


GEDNEY fittings—made of high 
grade malleable iron—are built with 
the electrician’s eye for fast, trouble- 
free installation. Smoothly finished, 
precisely inspected in a complete 
range of sizes and styles. Carefully 
packaged and clearly labeled to speed 
up selection of the proper fitting for 
the job. Write for catalog. 


— 











GEDNEY ELEctric co. 


RKO BLDG., RADIO CITY, NEW YORK 20, N.Y. 








WASHING MACHINE PARTS — ALL MAKES 


PROMPT SHIPMENTS 





DISTRIBUTORS — Goodrich Wringer Rolls 


Gates Belts 
T-K Range Parts 


tiectrical Appliance Parts 


Washington 1,D.C. _ 














Handbooks of Adequate Wiring 


Two valuable booklets avyail- 
able with Electrical South. 


“Handbook of Residential Wiring Design” and 
“Handbook of Farmstead Wiring Design,” sum- 
marizing the latest authoritative information on ade- 
quate wiring systems, may be obtained with a three- 
year subscription to Electrical South at the special 
price of $2.50 for a limited time. Send name, ad- 
dress, and remittance at once to make sure of getting 
your copies, 


ELECTRICAL 


Grant Building 


SOUTH 
Atlanta 3, Ga. 











Fresh-Air-Maker 


direct driven 


Exhaust Fans 


x *« * Three fine models—12”, 16”, 20” have 
been added to the famous Fresh-Air-Maker line 
and are ready 
for immediate 


delivery. 


* 


All 3-SPEED fans—fine performers with high air 
delivery and surprisingly quiet operation. They are 
attractive in design and beautifully finished all over 
in ivory. Complete with cord and plug and con- 
venient 3-speed pull switch so fan can be located 
high up and speed controlled if desired. Wire guards 


and manually operated louvers optional. 


FRESH-AIR-MAKER, QUALITY + MATERIAL - 
WORKMANSHIP + PERFORMANCE «+ PRICED RIGHT 
* 

WRITE FOR PRICES—IMMEDIATE DELIVERY 


New Literature 


SCHWITZER-CUMMINS 


Ventilating Division 
1145 E. 22nd STREET INDIANAPOLIS 7, INDIANA 
eBLOWERS 
®eVENTILATORS 
eBLOWER WHEELS 





(6% CE | 


UNIT FAN 
Solves Practically Alll 
Ventilation Problems 


Casi ly 


Reed Unit fans are re- 


versible. The flip of a switch changes them 
from exhaust to intake — or vice versa. 


Easily fastened 


attachments make them 


ideal for practically any attic, window, or 
floor installation. Two simple hanging clips 
mounts fan on window or wall. Motors are 
high grade, heavy duty type. Sizes for prac- 
tically all demands. The finish is a tough 
durable Ivory enamel... Reed offers the 
most simple, profitable, complete ventilating 
system for dealers everywhere. 


Rear view of a Reed 
Unit Fan (without at- 
tachment) showing 
simple, sturdy  con- 
struction, and mount- 
ing of motor. Write 
for catalogue showing 
various attachments 
and applicatons of 
this revolutionary 


fan. 


Here is a Reed Unit 
fan installation with 
the beautiful wind-o- 
vent attachment 
whereby intake air 
may be directed up, 
down, or straight, as 
desired by simply 
turning a knob 

Fan may also be used 
as exhaust by simply 


flipping the switch. 





REED UNIT-FANS, INC. 


Manufacturers of Ventilating Equipment 


1001 St. Charles Ave.., 


New Orleans 8, La. 








The Advertiser’s Index is published as a convenience and not ae a 
part of the advertising contract. 
correctly. No allowance will be made for errors or failure to insert, 


Every care will be taken to indez 
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Adam Electric Co., Frank 
Advance Transformer Co. _-_- 
All Plastic Mfg. Co. --- 
All-Steel Equip. Co. 
Aluminum Co. of America 
American Coolair Corp. --- 
American Heating & Engr. a 
Anaconda Wire & Cable Co., 
Inc. 
Arkansas State College -- 
Atlanta Electrical Agents’ 
10-Year Club ----- 
Automatic Electric Heater 
Co., Ine. 
Automatic Elec. Mfg. Co. 


Bar-Brook Mfg. Co. 

B & C Metal Stamping Co. 
Beacon Lighting Prod. Corp. 
Benjamin Electric Mfg. Co. 
Blackburn Prod. Corp., Jasper -- 
Brady Co., W. H. 

Briegel Method Tool Co. 


Butran Forge Co. ............ 


Bull Dog Elec. Products Co. 


C. & H. Air Conditioning Co.. 
Ine. ~~ - 8 and 


Cc. & a. Air “Conditioning Fan 


Sales, Inc. ania sae 
Certified Fleur-O-Lier | 
Manufacturers 


Certified Starter Manufacti irers 


Ciancs Co, A. BH ...... 

Chelsea Products, Ine. 

Clark Controller Co. - 

Clark Water Heater Division 

Collyer Insulated Wire Co. 

Cornish Wire Co. 

Crescent Insulated Wire & 
Cable Co. -- 

Crouse-Hinds Co. 

Curtis Lighting, 


D & M Mfg. Co., Inc. 
Day-Brite Lighting, Inc. 
Den-El Equip. Co. 


E. A. Laboratories, Inc. 
Economaster Sales Co., Inc. 
Efficiency Elec. & Mfg. Co. 
Electric Steam Radiator Corp 
Electromaster, Inc. -- 
Electromode Corporation 
Emerson Elec .Mfg. Co. 


Faries Mfg. Co. 

Federal Electric Products 
Co., Ine. -- 

Folsom Co., The 


Gedney Electric Co. 
General Electric Co., 
(Conduit ~-- x Back Cov 
General Electric Co. 
(Insulating Materials) 
General Electric Co. 
(Lamps) ---- e 
General Electric Co. 
(Wiring Devices) 
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NQGB CIRCUIT BREAKER— 
PANELBOARDS FOR 


se met ome ae 


QUICK te 


THERMAL - (yilewa 
CIRCUIT BREAKERS 


~« ww we & 
Re ee om a 
RS ANS ON SN NS RE ent eevee es ts 


NQB lighting panelboards, using 

the new ML A.C. breakers are available TYPE ML A.C. Single Pole Breakers, 

in double-row, single-pole breakers up 15 to 50 Amperes for Alternating Current Systems 
to 42 circuits; also in single-row, column- 

type up to 32 circuits. 


® These new NQB panelboards are equipped 
vith the new, highly efficient, Square D ML 
A.C. thermal-magnetic circuit breakers. The 
inique coilless magnetic tripping mechanism 
uilt into ML breakers causes them to open 
nstantly on moderate as well as heavy short 
ircuits. They are specifically designed for use 
n alternating current systems. 


ML A.C. BREAKER FEATURES 


Aechanism is completely enclosed in a 8 Coilless magnetic-trip element 
aled, compact, molded bakelite case 9 Load terminal 


> prevent tampering and for maximum 10 Main spring (concealed) provides PANELBOARD FEATURES 


ifet ope 
y positive contact pressure and strong 
larrow slot for edgewise-contact arm mechanism action 


olates arc chamber 





@ Meets Federal Specification 
WPI131A for Class 1 breakers. 


11 All steel parts are rust-proofed to 
rc-chamber vent screen prevent corrosion @ Standard panelboards are 


: 6 made with flush or surface trims. 
rc-suppressor chamber 12 Bimetal adjustment screw (sealed) 
lver tungsten contacts brazed to 13 Bimetal for delayed trip 


ntact arms and plates 14 Solid, high strength, high conductivity 
earing surfaces are hardened cadmium copper edgewise contact bar 


® Narrow type panels for mount- 
ing in web of structural steel 
columns have surface front with 


hinged door... can be furnished 
reduce wear 15 Strong cross-section molded with special extension wiring 
tainless steel sensitive latch bakelite handle channels. 


Write for information on NQB Panelboards. 
Square D Company, 6060 Rivard Street, Detroit 11, Michigan. 


Vistt us 


at the MACHINE 
SQUARE eh Me 7001 suow 
(Chicago) 
September 17-26 
DETROIT MILWAUKEE LOS ANGELES Booth 678 


SQUARE D CANADA, LTD., TORONTO, ONTARIO + SQUARE D de MEXICO, S.A., MEXICO CITY, 


ELECTRICAL SOUTH for JULY, 1947 





- @ FLEXIBLE CONDUIT 


for fast 


Fast construction demands conduit that’s made for speed. And, for real 
speed, you'll find General Electric flexible conduit hard to beat. It’s made 
to simplify and expedite construction work where time is a factor and 
flexibility is essential. Investigate General Electric flexible conduit for 
on-the-job speed. 

It’s Right for Speed on: 

Temporary wiring for construction projects 

Wiring machine tools, shop equipment, sigus 

Wiring for light construction, and — in certain areas — houses 


and stores 


You Can Get It Now! 
There's plenty of General Electric flexible conduit at your nearest 
General Electric merchandise distributor's. 
Check These Features for Speed and Ease of Installation: 
No awkward equipment 
No delays 


No heavy bending « 


No threading ¢« Nowaste 


Let your General Electric merchandise distributor tell you more about 


construction speed with flexible conduit. Section C61-724, Appliance and 


Merchandise Department, General Electric Company, Bridgeport 2, Conn. 


GENERAL (ELECTRIC 


! 





RACEWAYS ROUNDUP 


with your 


—— 
Sa ‘ 


Merchandise Distributor 





Available Now — General Electric S-t) pe 
bar hangers are available now, to h Ip 
you end the annoyance of handliny a 

large assortmeni of 

hangers. The 
S-type bar hanger 
fits studding on 
centers up to 24 


inches, and can be shaped to fit un- 


usual places. 


Nonmetallic-Cable Connectors — Also 
ready for immediate delivery are 
General Electric Be 
nonmetallic-cable 

connectors. Exclu- 

sive locking flange 

slips into box : 
knockout easily { 
from outside. Just insert cable and tight- 
en two screws. Fits all common types of 


PVX and BraidX.* 


For Lasting Protection to Wiring, remem- 
ber the two General Electric lines of 
rigid conduit: 
General Electric 
white, hot-dip 
galvanized for pro- 
tection fromatms- 
pheric corrosion, 
and General Elec- 
tric black, enamel-finished to fight off 


chemical attack. 


Any General Electric Merchandise Dist: 5- 
utor will gladly tell you more about te 
complete General Electric line of conduit 
products. Don’t hesitate to give him a 
call, whether you need materials or j1 st 
plain advice. 


Trade-mark Reg. U. S. Pat. Off. 
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